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& Figure Assets 


Y every standard, 1950 was a highly successful year for 
B Standard Life. The Company’s December 31, 1950 
financial statement showed quality assets had reached 
$11,557,189 and insurance-in-force had gone over $57.5 mil- 
lion. Other measurements of growth, strength and service 
were equally impressive. That’s a rather outstanding record 
for the length of time Standard Life has been in business. 
Old enough to be proven—young enough to be modern. 
Better join up with an aggressive, hard-hitting company that 
has plenty on the “ball”. Write me personally. 


AHanyt. Wade 


PRESIDENT 

















Assets Liabilities 

First mortgage real estate loans...... $3,797,350.23 Legal reserve for policyholders. ...... $6,699,370.38 
Bonds—Amortized value............ 3,818,309.37 Policy claims—proof not complete. . .. 16,000.00 
Preferred stocks—market value....... 805,376.00 Reserve for policy dividends and en- 
Home Office Building—market value.. 378,469.87 d t insurance coupons........ 917,299.35 
Real estate under amortized lease..... 135,996.40 Reserve for taxes...........5....04. 26,534.83 
ES 104,148.21 Premiums paid in advance........... 2,488,633.36 
NM ea Geis o's cccccccnces 1,977,274.20 Supplementary contracts & miscl...... 329,982.62 
Cash in banks and on hand.......... 127,378 © Total Liabilities................. $10,477,820.54 
Net premiums deferred & uncollected... 267,429.23 dditional protection of policyholders 
Accrued interest receivable........... 56,726.38 ce ok ae $366, <i 63 
| eee 4,599.79  Surplus............00: 250,000.00 

SM ECe Ch ubuhesscessasonane $11,563,057.94 OS Re $616,281.63 
Deducting agents’ credit balances..... 5,868.27 Capital paid up........ $463,087.50 __ 1,079,369.13 

Total Admitted Assets.........-. $11,557,189.67 BU... vss a. ones Guaaehe nee $11,557,189.67 


STANDARD LIFE INSURANCE CO. 


OF INDIANA 


HARRY V WADE, President INDIANAPOLIS, INDIANA 












to you... 
A Prosperous 
New Year! 


To “prosper” means to go ahead. 

In 1950, during our 22nd anniversary 
year, we exceeded all previous 

records for sound and steady growth. 
We are proud of the progress made— 
proud of the outstanding men 

and women who made this possible. 
We confidently accept the challenge 
that 1951 presents and look 
forward, with you, 

to another 
















successful year! 
Assure your own 
bright future with ... 










A Strong Company 
Building a Strong West 





Licensed and actively 
operating in 10 western 
states and Hawaii. 


Kenneth W. Cring 
Vice Pres. & Supt. of Agencies i 


Ray H. Peterson 
President 
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GLOBE LIFE INSURANCE COMPANY 
OF ILLINOIS 


7 Nau qalounhis- Wy. Xe (-14(on' al Oxeoyahug-loir= 


COMPLETE LIFE INSURANCE 
COVERAGES — AGES 0-60 


For Particulars Write Home Office 


159 North Dearborn St., Chicago 1, Illinois 


WILLIAM J. ALEXANDER, PRESIDENT 
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Til. Ruling Would 
- Permit Insured 
Savings Accounts 


State Life Underwriters 
Assn. Seeking Appeal 
of Verbal Opinion 


The Illinois secretary of state has 
given a verbal ruling that would permit 
the issuance of group life insurance on 
the lives of savings account depositors. 

As a result, Robert R. Reno, Jr., 
Equitable Society, Chicago, chairman of 
the Illinois Life Underwriters Assn.’s 
law and legislation committee, plans to 
ask Insurance Director Day of the IIli- 
nois department to appeal the ruling to 


the attorney-general. 

It is understood that the Illinois 
Bankers is also making a similar re- 
quest. 

The National Assn. of Life Under- 
writers, whose committee on state law 
and legislation Mr. Reno heads, is bul- 
letining members of the committee and 
local and state associations about the 
Illinois ruling and alerting them to the 
possibility of similar developments in 
other states. 


Classed as Purchasers of Securities 


The Illinois verbal ruling is that de- 
positors who agree to deposit sums at 
regular intervals in savings accounts 
are classified as “purchasers of securi- 
ties.” If that ruling stands, it is the 
Illinois department’s opinion, in which 
Mr. Reno concurs, that under paragraph 
(D), section 230 of the Illinois code, 
group life insurance would be legal and 
available to banks for the purpose of 
insuring savings accounts of the type 
described. 

Mr. Reno has received information 
indicating that several Illinois banks are 
negotiating with group-writing compa- 
nies to effect coverage of this type. One 
possibility that has been mentioned is 
that the savings and loan associations 
will seize on the insured savings account 
idea and promote it even more aggres- 
sively than any bank is likely to. 

A point that may cause Illinois plans 
to differ from similar plans in other 
states is that the group premium must 
be paid by the financial institution or 
vendor involved rather than by the pur- 
chaser. This might prevent banks from 
charging back any of the insurance cost 
against depositors who dropped out of 
the plan before completing their pro- 
grams. This situation, in turn, might 
faise the question of how much of the 
insurance expense a bank could prop- 
erly bear and charge off to promotion. 


Sees SBLI Wedge 


Mr. Reno feels that the bank insured 
Savings plan would be an opening wedge 
for savings bank life insurance, should 
these accounts prove popular. He feels 
that if banks find themselves writing a 
lot of this business they may wonder 
why it wouldn’t be better to set up their 
own insurance plan rather than farming 
it out to a life company. 

From the public’s viewpoint Mr. Reno 

ieves the insured savings account 
Plan is undesirable because of the rela- 
tively short average life of savings ac- 
counts as compared with life insurance 
policies and the danger that many per- 
sons might drop existing insurance, 


2,300 Prudential 
Debit Agents in 
“Wildcat” Walkout 


Some 2,300 Prudential debit men, 
about 15% of the company’s industrial 
agents, reported “sick” and stayed away 
from work Tuesday in a planned na- 
tionwide protest against the suspension 
of 32 Pittsburgh agents. 

The 32 agents were suspended for 
refusing to turn in debit reports. Three 
of the 32 have turned in their reports 
and have been reinstated, according to 
the company, which said the others will 
not be reinstated until they have turned 
in their reports. 

Vade Meanor, president of the Pitts- 
burgh local of the AFL National Fed- 
eration of Insurance Agents Council, 
said the agents had been giving a debit 
report one week and a cash report the 
next and objected to the requirement for 
a debit report in two consecutive weeks. 


No Dispute with AFL 


The company emphasized that both 
the refusal to render proper accounts 
and the “stay away” demonstrations do 
not involve a dispute between it and 


the National Federation of Insurance 
Agents Council, AFL. 
Instead, it said, the demonstrations 


are part of a program by an unauthor- 
ized agent group known as a “steering 
committee” in New York City which 
is seeking to harass the company’s op- 
erations so as to upset the existing 
contract with the AFL union. The two- 
year contract runs until Dec. 1, 1951. 

The union advised Prudential that it 
does not authorize, endorse or support 
the ‘wildcat’? demonstrations by the 
New York group. 

Tuesday’s absentee agents either noti- 
fied their offices that they were sick or 
failed to make any report. Virtually all 
returned to work Wednesday. 


There are a total of 15.500 agents in 


the 35-state area covered by the AFL 
contract. 
The “steering committee” group is 


headed by Oscar D’Adolf of New York. 
The left wing United Office & Profes- 
sional Workers of America, defeated in 
the election of 1949, by the AFL union, 
is reputedly behind the walkout as part 
of a comeback attempt. 

William Green, president of AFL, 
wired Prudential Wednesday night that 
the strike was contrary to the policies 
of the AFL and of the affiliated union 
of agents, headed by George L. Russ, 
who pledged that he would take steps 
to end the strike and resume service. 
A few holdouts were still demonstrat- 
ing in Pittsburgh later in the week. 





Estimate Canadian Sales 
at $13, Billion for 1950 


About $134 billion of new life insur- 
ance was sold in Canada during 1950, 
bringing the estimated total of insurance 
in force to $5034 billion, Gordon C. 
Cumming, general manager of Monarch 
Life of Winnipeg and president of the 
Canadian Life Insurance Officers Assn., 
said in a year-end statement. 

He estimated that benefits paid to 
Canadians in 1950 amounted to about 
$230 million, up about 7% from 1949. 








thinking they had the equivalent in their 
bank plans. 

The Illinois code permits group insur- 
ance being written up to a limit of 
$10,000 on creditors or purchasers of 
securities. Maximum term is 20 years. 

Obtaining an opinion from the at- 
torney-general can only be done by a 
state officer or department. A private 
citizen cannot obtain such an opinion. 


ADDRESSES INSURERS 


Young of C.& O. 
Last Ditch Plea on 
Missouri Pacific 


The latest move in the advertising 
campaign attacking the proposed reor- 
ganization plan for the Missouri Pacific 
Railroad is a full-page spread in news- 
papers, including the Washington’ Post 
of this week, in the form of an open let- 
ter “to the directors of certain life in- 
surance companies.” The names of each 
director of Metropolitan, New York 
Life, Prudential, and Equitable Society 
are given. 

The advertisement is headed “The 
Captain’s Obligation Is the Highest!” 
The theme of the copy is that the life 
companies are the “captains of this re- 
organization” and should look farther 
than the interests of their companies in 
agreeing to a reorganization plan. The 
plan has been approved by the interstate 
commerce commission, but the adver- 
tisement points out that “the ICC plan 
cannot prevail if you reject or even re- 
frain from voting.” 

The appeal is signed by Robert R. 
Young of the Chesapeake & Ohio, Allan 
S. Kirby and I. C. Davis, on behalf of 
the Alleghany Corporation and the Mis- 
souri Pacific. 


To Vote Jan. 15 


The voting date is Jan. 15. Possibili- 
ties of a change in the companies’ atti- 
tude toward the plan appeared remote. 

The companies are the principal hold- 
ers of senior securities of the railroad, 
which has been bankrupt since 1931. Mr. 
Young’s ads, which experienced invest- 
ment men characterized as “sensation- 
alizing” and “supporting a preposterous 
suggestion,” asked the companies to 
alter their position as creditors for the 
benefit of the common stockholders of 
the line. Alleghany Corp. owns 62%, 
or about 445,000 shares of the railroad’s 
common stock. Under the ICC plan, in 
addition to the bonds, there will still be 
about $142 million of unsatisfied pre- 
ferred stock awaiting satisfaction ahead 
of the common. Mr. Young’s sugges- 
tion in effect asks the life companies to 
dilute the value of the senior securities 
they hold for the benefit of his common 
stock. 

There seemed to be little likelihood 
that his request would be favorably con- 
sidered. The ICC usually takes about 
60 days to tabulate the ballots but in 
this case, because of the interest, a re- 
sult may be forthcoming early in Feb- 
ruary. 





Names Petith at Newark 


Equitable Society has _ appointed 
Howard C. Petith as manager at 
Newark, succeeding W. H. Masterson, 
retired. 

Mr. Petith joined Equitable in 1945 
after having been an agent of Prudential 
at Newark for 10 years. He was a unit 
manager in Equitable’s Speer agency at 
Newark. Five members of his unit have 
become unit managers since its or- 
ganization. He is a C.L.U. 


Great Expectations 
for Pension, Business 
Insurance in 1951 


Higher Tax Rates Ease 
Corporate Purse Strings 
for Insurers’ Wares 


Pension, group and business insurance 
sales will be given great impetus in 1951 
by the higher taxes planned by Con- 
gress, a sales canvass indicates. The 
tax boost of October, 1950, and the 
subsequent excess profits tax, were fac- 
tors in a number of autumn and year- 
end sales and without further changes 
the tax approach should be more pro- 
ductive for life insurance salesmen in 
1951, as compared with most of 1950. 
With higher taxes and wage controls 
still to come, the atmosphere for life in- 
surance selling this year will be at least 
as attractive as it was during the last 
war, and probably better. 

Salesmen cite many reasons for their 
prediction that the group sales boom of 
the second world war era will be re- 
peated on a bigger and broader scale. 

They are: (1) Corporations got their 
feet wet in pension and group plans dur- 
ing the war. They are interested in 
them as a matter of policy, particu- 
larly since such great emphasis was put 
on pensions and welfare benefits in the 
last two years by employes and unions. 
(2) With wages and salaries frozen, ex- 
cess profit taxes in effect, and generally 
higher earnings being recorded, corpora- 
tions can now buy pensions at less cost. 
The basic corporate income tax has 
gone from 38% to 45%. Coupled with 
the excess profits tax, which has a top 
of 77% but an average not exceeding 
68%, corporations will be able to buy 
pensions for 32-cent dollars, almost half 
the cost before the new taxes. (3) Com- 
panies that do not have pension plans 
will want to establish them. Those that 
have plans will want to liberalize them. 
(4) On top of everything else, since the 
war, pensions and welfare plans gen- 
erally have become the subject of col- 
lective bargaining. Unions have legal 
support for their welfare plan demands, 
which will be stromger if, wage controls 
are adopted. (5) Pension and group 
sales and service departments are much 
more experienced than they were during 
the war. They now knew how to deal 
in much more efficient fashion with 
clients, prospects, accountants, lawyers, 
etc. They are better equipped to handle, 
fund, service and design a case. (6) 
Higher personal income taxes make it 
more difficult for individuals to save for 
old age, and build interest in employe 
pension trust rurchases by corporations. 
(7) Inflation generally has emphasized 
the need for liberalizing existing plans 
and, in effect, decreases in an employer’s 

(CONTINUED ON PAGE 9) 








Companies Show Increases in ‘50 





Hew, 7. er _ 
Bankers Life of Nebraska....... $ “a 938, 524 ¥. 35,843,819 $ 22, 138. "O18 $ is. 672, 240 
Business Men’s Assurance....... 118, 944,894 101,529,871 58,706,1 33 47,140,939* 
Fidelity Mutual ..............06- 70,889,208 62,211,949 38,790,789 29,850,630 
Great-West Life ...............- 259,171,995 228,859,927 167,160,604 157,624,977 
Jefferson Standard ....... 134,469,499 135,336,772 »289,5 73,477,722 
National Life of Vermont.. 122,688,000 100,787,47 77,231,621 6 142,938 
Northwestern National ... 205,976,008 142,417,451 105, 484, 218 63,496,625 
Pacific Mutual ..........eeseeeee 175,000,000 130,100,000 120, 000, 000 58,800,000 
Pilot oa tae aie ob gicla'g Cas bees 127,676,594 119,231,579 7 594, 558 33,861,165 
Sun, Maryland ..............e000 457 40,838,405 9'097,044 11,260,907 


45,886, 
Tintlades 3, 831,073 reinsurance of National Security Life of ticaeae City. 
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Ecklund Tells How He Built 
$10 Million Detroit Agency 


CINCINNATI — The novelty of ac- 
tivity stimulates activity and for this 
reason the new man in his agency is 
“worked to death” his first month in 
the business and is in full motion from 
his first day on, Coy Eklund, manager 
of Equitable Society at Detroit, told 
Cincinnati Associated Life General 
Agents & Managers. Since 1946, Mr. 
Eklund has built an organization of 38 
agents from scratch who produced in 
1950 about $10 million of business. In 
1947, the agency produced $2,500,000; 
1948, $4,500,000 and 1949, $6,200,000. 

A man about 33, married, having a 
college background though not neces- 
sarily a college graduate, and with pre- 
vious sales experience makes the best 
type of agency material, he said. The 
individual must have a rugged deter- 
mination and a high sense of frustration 
about his present job. Mr. Eklund said 
he did not care if the man had con- 
tacts; the important thing is: Can he 
make contacts? The man should have a 
high budget requirement because he has 
to have income in order to maintain 
himself and his family. ‘ 

Although Mr. Eklund started in busi- 
ness at 23 and despite the fact that in 
any managerial group a large propor- 
tion of the men got into the business 
at a relatively early age, he said it 
simply proves that it is good to have a 
lot of experience in the business before 
a man becomes a general agent. 


Found by “Fortuitous” Method 


The new man in his agency is found 
by the “fortuitous” method — strictly by 
chance, he asserted. He is found by ad- 
vertising in the papers or through the 
present organization, medical examin- 
ers, clients, college placement bureaus, 
personal observation, etc. The likely 
looking hitchhiker whom he picks up 
occasionally on his way to the office is 
as good as any, Mr. Eklund declared. 

The next step is to get the unit man- 
ager under whom he will work to meet 
the man and give him an aptitude test. 
The unit manager visits the man’s home 
and meets his wife. The man and his 
wife are then invited to the office and 
they have dinner with Mr. Eklund and 
the unit manager. 

Mr. Eklund tells the wife frankly 
what a “terrible” life she is going to 
lead with her husband never home nor 
on time for meals. Mr. Eklund said he 
very definitely does not sell life insur- 
ance as a career, but as an opportunity 
to make a good living if the man will 
apply himself and work hard. 


Budget Requirement Set 


The new man sets his budget require- 
ment and about $50 a month is added to 
it. Mr. Eklund prefers a budget of be- 
tween $350 and $450 a month and he 
said that the agency must be sure it 
can meet the man’s financial require- 
ments. The financing advances 50% 
future commissions and supplies enough 
with commissions to meet the budget. 
The man must make quarterly require- 
ments. If he leaves, however, no at- 
tempt is made to collect the amount 
expended in financing. 

The first month production require- 
ment is a very important one, he said. 
The new man must have an amount 
equivalent to 100 times the amount ad- 
vanced at the end of the first month. 
For instance, if he has been advanced 
$350, the production minimum is $35,000. 
The agency will have trouble every 
quarter with a new man unless he gets 
his first month’s requirement, he com- 
mented. 

In the past four years, Mr. Eklund 
has advanced $125,000, of which $55,000 
has been repaid and $78,000 is outstand- 
ing. The loss has only been $7,000. The 
point is, he said, to take small losses 
and “get out.” He said he was not 
ashamed of the turnover prior to six 
months in the business, but he was con- 
cerned with turnover after that period. 





The new man is trained first on a 
package basis and second on a program 
basis. The package training is based 
primarily on the chassis plan with the 
standard approach and_ presentation. 
Programming training begins with sim- 
ple family income and in combination 
with social security benefits. The agency 
has a standard instruction program with 
30 days’ training scheduled. Each new 
man in the training program is desig- 
nated by the stage of the program that 
he has attained. If he has gone through 
14 days of the schedule, he is known 
as “T plus 14.” By this means there 
is no doubt as to his exact status as 
far as the instruction that he has re- 
ceived to date is concerned. The agency 
uses unit clinics, lectures by home of- 
fice representatives, but the best form 
of instruction is joint work. Mr. Ek- 
lund said he lives with his man his first 
30 days and the man is in full motion 
from his first day. Financing require- 
ments are reviewed every two weeks. 

The agent’s name is put on the door 
at the end of six months if he has pro- 
duced $100,000 of business. A monthly 
paid average is kept before him and the 
man with $25,000 or more is known as 
an agency “key” man with various class- 
ifications such as bronze key, silver key, 
and gold key. The agency currently has 
12 key men. Its bulletin emphasizes the 
man of the month and the man of the 
year is given special recognition. 

Mr. Eklund has recruited 76 men in 
four years and he has 45 in his agency 
today, including the seven unit man- 
agers. 





Equitable Society has lent $3 million 
to Pasco Packing Co. at Dade City, 
Fla. 
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Commentary 


IN 1951 
A JOB AND A MISSION fT 


When you sell insurance you sell thrift. You are helping 
people to hold on to more of the dollars they have earned. 


You are asking them to spend less and save more. 


And when they do this they are not only working toward their 
own financial independence but they are protecting the value 
of their dollars — they are fighting inflation with the most 


powerful weapon we have — the saving of money. 


So, this year, you — and all the life insurance salesmen of 
America — have not only a job but also a mission to perform 


— one that is most important to the economic stability of the 


Insurance in force December 1, 1950 — $477,389,935. 


Equitable Realigns 
Group Department 


Equitable Society has instituted a 
number of changes in its group depart- 
ment, principal among which is the 
naming of managers for five geo- 
graphic departments. H. W. Graff, who 
has been named manager of the north- 
eastern department at Boston, has been 
associate manager of the group depart- 
ment. J. J. Mallon, who becomes man- 
ager of the metropolitan New York de- 
partment, has been divisional group 
manager at New York City. H. W. 
Pierpont, who manages the central de- 
partment at Chicago, has been divisional 
group manager there. L. E. Senft, who 
has become manager of the middle At- 
lantic department at Philadelphia, has 
been divisional group manager there. 
F. S. Sayers, who is now manager of 
the western Pennsylvania department, 
has been divisional group manager at 
Pittsburgh. 


New Divisional Group Managers 


Divisional group managers named are 
A. T. Ackerman, Chicago; F. L. Dug- 
gan, Pittsburgh; G. E. Francis, Balti- 
more; L. H. Gilbert, St. Louis; G. W. 
Kerwin, Philadelphia, and Ivan Ricks, 
Milwaukee. These men have been assist- 
ant division managers in the cities to 
which they are now assigned with the 
exception of Mr. Ricks who has been 
associate manager of the group depart- 
ment at Chicago. 

A number of men in the group de- 
partment in the home office have been 
retitled. T. J. Attridge becomes asso- 
ciate manager, W. C. Schmidt, associate 
superintendent; Lawrence Buechner, 
director of field service; H. A. Lloyd, 


assistant director of pension trusts, and 
the following assistant managers: J. A. 
Gilchrist, F. W. Jackson, C. J. Ward, 
F. X. Wellersdick. 
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Big Topic af Mutual's | Exce 
Manager Conference — for F 


Out of a business conference between 
home office officials and 94 managers of 
Mutual Life held 
this week at New 
York City came a 
clear picture of 
what the company 
has accomplished in 
the last decade, 
what its objectives 
are, and what 
means are available 
to accomplish them. 
References to the 
national emergency 
and its likely effects 





on the business F 


were made in many L. W. Dawson 


of the talks, all of 

which stressed that the company is in 
the best position of its 108-year history 
to protect its policyholders against fore- 
seeable adverse developments. 

Stanton G. Hale, vice-president and 
manager of agencies, directed the meet- 
ing. Other home office speakers in- 
cluded Louis W. Dawson, president; 
Roger Hull, executive vice-president; J. 
McCall Hughes, comptroller; B. F. 
Grandquist, assistant superintendent of 





Roger Hull Ss. G. Hale 


agencies; Ward Phelps, director of 
training; and Richard B. Thompson, 
director of sales development. 

Addreses also were made by divi- 
sional superintendents. of agencies in- 
cluding Frank B. Jackson, eastern; D. D. 
Briggs, southern; Edward E. Waller, 
central, and Harry B. Cadwell, western. 
A number of managers also spoke. 

Mr. Dawson, in his address, said the 
country is “in graver danger than ever 
before.” He called for America to build 
up its economic and military strength 
to such a point that no enemy would 
dare attack. But he cautioned against 
the destructive force of inflation and 


yy 


asserted that the best way to ward off } 


inflationary pressure is to encourage 
savings in all forms, to siphon funds 
away from the stream of consumer 
spending. He said that managers and 
agents, because of their many contacts, 
can do much to bring this about. 
Mentioning that rearmament is likely 
to have serious effects on the business, 
Mr. Dawson specifically called attention | 
to problems such as manpower short- | 





ages, increased operating expenses, 
lower investment yields and worsening 
mortality experience. “The time has 
come for all of us to recognize the 
gravity of the situation, and to put the 
national welfare foremost in our daily 
thoughts and actions. As a company 
and as individuals, we have the duty of 
good citizenship, which is inescapable, 
and which we must all perform. This 
may require large contributions of time, 
effort and personnel, to meet the grave 


national problems that seem to lie 
ahead.” : 
Mr. Hull reviewed improvements 


over the past decade in the company’s 
financial Position, its agency and insuf- 
ance operations and its relations with 





the public. He showed the transition 
(CONTINUED ON PAGE 9) 
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for First Time 


New York Life’s 1950 sales exceeded 
$1 billion, a new record and the first 
time its sales for a 
single year have 
exceeded a Dillion. 
It is a new annual 
sales record for 
life companies con- 
fining their busi- 
ness to individual 
policies. ¢ 

New York Life’s 
previous record 
$953 million, was 
set in 1929. In 1949 
the figure was $852 
million. The 1950 
record was made 
with an agency or- 
ganization less than half the size of 
what it was in 1929. 

The billion-dollar record was made in 
the last year that New York Life was a 
strictly ordinary company, as it is be- 
coming active in the group field this 
year. 


Dowell’s 30th Anniversary 


Announcement of the production rec- 
ord was made as Dudley Dowell, vice- 
president in charge of agency affairs 
since 1945, celebrated his 30th anniver- 
sary with New York Life. He has been 
a vice-president since 1943. He has em- 
phasized quality selling by an organiza- 
tion of well-trained career agents. Since 
he became a vice-president, New York 
Life’s sales have doubled. 

Mr. Dowell started with the company 
in 1921 at Little Rock and also served 
in Memphis, Jackson, Miss., Montana, 
Seattle and Pittsburgh before going to 
the home office in 1941 as superintend- 
ent of agencies. He is a past president 
of the Little Rock and of Butte life 
underwriters associations and of the 
Seattle life managers. He is a past pres- 
ident of L.I.A.M.A., a trustee of the 
American College and a member of the 
joint conference on section 213 of Life 
Insurance Assn. of America and Amer- 
ican Life Convention. He holds an 
honorary LL.D. degree from University 
of Arkansas. 








Dudley Dowell 





Stone to Retain Nebraska 
Post for Few Months 


Governor Peterson of Nebraska has 
announced that Insurance Director Ber- 
nard R. Stone will remain in that posi- 
tion for an “indefinite period.” Mr. 
Stone had previously announced that he 
would resign Jan. 1 to resume the pri- 
vate practice of law. 

In his public announcement, Gover- 
nor Peterson paid tribute to Mr. Stone, 
stating that he had been one of the 
national leaders in the fight to keep 
imsurance under state control. 

Director Stone states that the “in- 
definite period” will in all probability 
be a “few months.” 





Robinson Starts 4lst Year 


Frank J. Lausche was sworn in Mon- 
day for his third term as governor of 

hio. Walter A. Robinson, superin- 
tendent of insurance, who remains under 
the Lausche administration, entered 
upon his 41st year as a member of the 
department. 





Nylic Review for January carries a 
supplement giving the anti-inflationary 
Program announced by Life Insurance 
Assn. of America at its annual meeting 
in December. Chairman George L. Har- 
ison of New York Life is a member of 
the L.I.A. board and of its committee 
on inflation control. 


Open Insurance 
Scholarship Grants 


for Next Year 


The S. S. Huebner Foundation for 
Insurance Education is offering fellow- 
ship and scholarship grants for the aca- 
demic year 1951-1952. These grants are 
intended exclusively for young teachers 
or graduate students who are desirious 
of preparing for insurance teaching or 
research work. 

Basic fellowship and_ scholarship 
grants for non-veterans will range from 
$700 to $2,125, depending upon the quali- 
fications and circumstances of the appli- 
cant. Basic grants cover the normal 
academic year and may be supplemented 
by additional grants during summer 
months. Olther aid may be given in con- 
nection with research projects or to meet 
special situations. 


Requirements for Candidates 


A candidate for either a fellowship or 
a scholarship must have at least a bach- 
elor’s degree and certify that it is his 
intention to follow an insurance teaching 
career, that he will major in insurance 
for a graduate degree, in most cases 
the Ph.D., and that during the period 
for which he holds a fellowship or 
scholarship he will not engage in any 
outside work for pay or profit without 
consent of the administrative board. 
There are presently 16 grant holders 
studying at the University of Pennsyl- 
vania for advanced degrees. 

The cooperating committee for the 
foundation, under whose auspices finan- 
cial support for the foundation is ob- 
tained from life companies, consists of 
three appointees each from the Life 
Insurance Assn., American Life Con- 
vention, and Institute of Life Insurance. 
Chairman is Thomas I. Parkinson, 
president of Equitable Society. 


Define “Borrowed Capital” 
for Life Companies Under 
Excess Profit Tax Law 


WASHINGTON-—-A summary of the 
excess profits tax law put into the 
Congressional Record by Finance Com- 
mittee Chairman George, defines “bor- 
rowed capital,” within the meaning of 
the law, and adds: 

“In the case of insurance companies 
6624% of the unearned premiums are 
to be treated as borrowed capital. In 
the case of a life insurance company 
66%4% of the adjusted reserves and 
6624% of the reserves on certain an- 
nuity contracts are to be treated as 
borrowed capital. Since 75% of bor- 
rowed capital is taken into account in 
computing the rate of return on in- 
vested capital, treating 6624% of these 
unearned premiums or reserves on an- 
nuity contracts as borrowed capital 
means that 50% of them are taken into 
account in computing the invested cap- 
ital credit. 

“In the case of a face-amount cer- 
tificate company 6634% of the reserves 
on its outstanding investment certificates 
are treated as borrowed capital. As in 
the case of insurance companies, this 
means that 50% of these certificates 
will be taken into account in computing 
the invested capital credit.” 





Dismiss Mutual Life Charges 


The general counsel’s office of Na- 
tional Labor Relations Board has up- 
held the dismissal by its New York 
office of charges of company domina- 
tion of a group of agents who petitioned 
Mutual Life for changes in employment 
conditions. The complaint was filed 
in 1949 by Nola Patterson, Reliance 
Life, Atlanta, editor of “Reveille,” pub- 
lication of Life Insurance Field Force 
of America. Charges are still pending 
against New York Life, Equitable So- 
ciety and Prudential. 








subject in American life. 


Stove League 


It is seldom pointed out that in the baseball fans we 
have in this country an extraordinary number of amateur 
experts on their subject. Whether or not they ever swing 
at a wide one or slide into third they know what goes. 
Watching from the bleachers or the television, or analyz- 
ing the third inning at next day’s lunch table they are 
connoisseurs of the game. The umpire may be deficient 
in judgment, but they are not. 
batting average of every player in the league. 

The genuine skill of fans makes it possible for us to 
hear a reasonable discussion with a background of more 
sound knowledge than can be brought forth by any other 


This is a remarkable fact but not too astonishing when 
we consider that baseball is the one almost universal 
interest we have. We may have varied tastes in radio 
programs. We may have to guess at what happened in a 
football game. But we can always depend on the know- 
what of baseball enthusiasts. 

It is unlikely that we shall ever have such fans of life 
insurance. But year in and year out our work helps to 
inform the American public. 


THE PENN MUTUAL LIFE INSURANCE CO. 


MALCOLM ADAM 
President 
INDEPENDENCE SQUARE, PHILADELPHIA 


Often they know the 




















N. W. Nat'l Report 
Again First Among 
Major Companies 


Again the first major company to 
come out with its full financial state- 
ment, Northwest- 
ern National Life 
reports a_ record 
increase of $105,- 
448,000 in insurance 
in force to a total 
of $986,084,000; an 
increase in assets 
from $185,326,000 
at the end of 1949 
to $199,321,000; and 
a rise in voluntary 
contingency funds, 
surplus and _ capi- 
tal, from $11,490,- 
000 to $11,910,000. 

President Ronald 
G. Stagg said that in most respects 1950 
was the company’s biggest year, but 
that “we would fail in our duty to give 
a well-rounded picture if we did not 
point out that the accelerated trend 
toward inflation—cheap dollars—was 
partly responsible for these large fig- 
ures. 


Stagg States Responsibility 


“We believe it is clearly our respon- 
sibility as administrators and trustees 
of policyholders’ funds to point out 
these adverse factors in which policy- 
holders have a direct personal interest, 
present and future,” he said. 

Sales of new ordinary were $84,053,- 
000 as against $77,815,000. Group cas- 
ualty coverages total $1,400,000 in pre- 
miums. Exclusive of group casualty 
premiums, new premiums amounted to 
$2,789,000, while new and renewal pre- 
miums aggregated $24,796,000. 

New mortgage loans totaled $12,089,- 
000, about the same as 1949. Totaled 
mortgage loans stood at $50,611,000 at 
Dec. 31, as against $43,276,000. 

Because: of increased longevity and 
declining interest rates, $1,070,000 was 
set aside as a voluntary reserve. 


Utility Holdings Increase 


Holdings of public utility bonds are 
$40,857,000 as against $35,671,000. Hold- 
ings in U. S. governments decreased to 
$54,794,000 from $62,603,000. 

Death claims were $5,596,000, besides 
which there were benefits to living pol- 
icyholders, aside from policy loans of 





R. G. Stagg 


$8,919,000. This compares with the 
1949 total of $11,256,000. 
Mortality continued favorable. Net 


interest was 2.86% as against 2.83%. 

Besides dealing with the financial 
aspects of 1950 operations, the report 
also touches on the company’s partic- 
ipation in cooperative endeavors within 
the industry, its health education, par- 
ticularly its series of magazine adver- 
tisements on geriatrics, and on the 
continuing broadening of its employe 
relations activities. 


Dirksen Takes Over Second 
Spot in Ill. Department 


Edward J. Dirksen, deputy director 
of the Illinois insurance department, has 
been promoted to assistant director and 
second in command. Mr. Dirksen has 
been in charge of legal matters for the 
department. He was employed in the 
department’s liquidation bureau from 
1929 to 1942. He served in the air force 
and upon his return attended law school 
and was admitted to the Illinois bar 
in 1949. He has been with the depart- 
ment during the last two years. 

James R. Ross, head of the policy ex- 
amination division, has been promoted 
to deputy director. He returned to the 
department recently after a brief ab- 
sence which followed seven years of 
department service. 
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NEWCOMERS ARE VETERANS 
Rash of Cincinnati 
Managerial Changes 
in ‘50 Unprecedented 


CINCINNATI — An_ unprecedented 
number of changes occurred in the 
general agency and managerial ranks 
here in 1950. A general agent appointed 
early last year remarked that he felt 
like an old-timer at a recent meeting of 
the Associated Life General Agents & 
Managers. No one reason appears to be 
responsible: Transfers, retirements, and 
promotions all contributed to put a “new 
face” to the Cincinnati managerial front. 

The changes include: Acacia Mutual, 
Paul Cain succeeded W. R. Smith, now 
general agent of Massachusetts Mutual 
at Akron; Aetna Life, W. L. Harrison 
succeeded W. T. Craig, now general 
agent at Los Angeles; Bankers Life of 
Iowa, Paul H. Burkman resigned to go 
into personal production; Connecticut 
General, Charles A. Holman succeeded 
B. O. Stoner, who resigned to go into 
personal production; Connecticut Mu- 
tual, James H. Farrar succeeded W. T. 
Earls, who in turn succeeded J. S. 
Drewry, retired, as general agent of Mu- 
tual Benefit at Cincinnati; John Han- 
cock, W. W. Wray replaced George 
Vinsonhaler, now manager of general 
agencies; Lincoln National, R. W. An- 
gert succeeded B. F. Heald, who re- 
signed to go into personal production 
with Massachusetts Mutual. Mr. Angert 
in turn was succeeded as Penn Mutual 
general agent by H. Roger Bengston. 

Also: Midland Mutual, R. F. Lane 
succeeded B. H. Mills, now an agent; 
Massachusetts Mutual, Tracy W. Evans 
succeeded I. B. Jackson, who retired to 
go into personal production; Mutual 
Life, Thomas Funk succeeded C. J. Mc- 
Coy, who retired to enter personal pro- 
duction; National Life of Vermont, R. 
V. Hopple succeeded Ray Hodges, re- 
signed; Travelers, K. P. Lord succeeded 
Frank Wiglesworth, retired; World, A. 
C. Dunas succeeded S. K. Newberger, 
transferred to another city. 


List Employe Benefits in 
V’age Stabilization Agenda 


WASHINGTON — Pensions, retire- 
ment, social insurance, welfare funds, 
workers’ benefits of various kinds, are 
“other economic benefits” listed among 
seven problems or groups of problems 
which Cyrus H. Ching, chairman of 
the new wage stabilization board, in- 
vited a number of representatives of 
management and labor union leaders to 
discuss at a series of conferences here 
with members of the board, which is 
composed of three representatives each 
of management, labor and the public. 

Among the groups invited by Ching 
to confer was the U. S. Chamber of 
Commerce. In accordance with his sug- 
gestion, chamber executives asked Paul 
Clark, president of John Hancock, to 
accompany them to the meeting. 


Holds Refresher Course 


Midland Mutual Life held a confer- 
ence at Columbus which served as a 
refresher course for its agents. Among 
the speakers were President George W. 
Steinman, Russell L. Moore, manager 
of agencies; Herman Tice and James E. 
Rusco. 














Al Kaplan of the Austin agency has 
been named Great National’s “Man of 
the Year” by President S. J. Hay. It 
is the third time he has won this dis- 
tinction. He joined the company in 
1941. 





Mutual Life has completed arrange- 
ments to loan St. Joseph hospital, Bur- 
bank, Cal., $150,000 on 3%% serial 
notes maturing in 11 to 20 years and 
$105,000 on 3% notes due in four to 
10 years. 


Training Advisory 
Council Buckles 
Down to Work 


Research on institutional training fa- 
cilities will be the first activity of the 
newly constituted Advisory Council on 
Life Underwriter Education & Train- 
ing, according to Wheeler H. King, 
general agent for New England Mutual 
in New York City and chairman of the 
council. 

In line with the council’s objective 
of coordinating institutional and com- 
pany training activities, the committee 
will publish a_ booklet describing the 
institutional facilities as they exist to- 
day. Mr. King has listed the objectives 
of the council, adopted at its organiza- 
tion meeting in Chicago in November, 
as follows: 

1. To bring about coordination of in- 
stitutional with company activities and 
closer coordination of the various insti- 
tutional activities in agent education 
and training. 

2. To encourage the coordination of 
institutional education and training pro- 
grams at progressive levels without un- 
desirable duplication. 

3. To bring about a better under- 
standing of the functions and activities 
of the several organizations now pro- 
viding education and training on an 
institutional basis. 

4. To evaluate courses, texts and 
teaching and training procedures, for 
the purpose of suggesting improvements. 

5. To encourage the enrollment of 
qualified individuals in the courses and 
study groups of these organizations. 

6. To bring to the attention of par- 
ticipating organizations problems that 
may be solved by research, and to co- 
operate in such activities. 

7%. To study ways to insure a wider 
dissemination of information regarding 
the services of the participating organi- 
zations. 


Committees Already at Work 


Committees have begun work on all 
these points. The second, fourth and 
sixth objectives are in the hands of 
a committee on research with B. N. 
Woodson, State Life of Indiana, as 
chairman and are O. Sam Cummings, 
Kansas City Life, Dallas; A. R. Jaqua, 
Southern Methodist; James Elton Bragg, 
Guardian Life, New York; David Mc- 
Cahan, University of Pennsylvania, and 
Edmund L. G. Zalinski, National Assn. 
of Life Underwriters. 

A promotion committee, to further 
the third, fifth and seventh objectives, 
will be headed by Donald F. Barnes, 
Institute of Life Insurance, chairman, 
and J. R. Townsend, Equitable Life of 
Iowa, Indianapolis; Alan M. Kennedy, 
Northwestern National: Martin Wil- 
liams, Life Insurers Conference, and 
Hal Nutt, Purdue. 

A liaison committee between the com- 
panies and the institutional facilities to 
carry out the first objective will consist 
of Vincent B. Coffin, Connecticut Mu- 
tual, Hartford, who, with Mr. King, is 
co-chairman of the council, and Harry 
S. McConachie, American Mutual Life, 
Des Moines. 





Insurance Men Head Fund Group 


United Defense Fund, Inc., an or- 
ganization formed last November to 
offer local communities package methods 
of financial support for voluntary de- 
fense services in the field of health and 
welfare for civilians and members of 
the armed forces, has been commended 
by President Truman. The organiza- 
tion is headed by E. A. Roberts, presi- 
dent Fidelity Mutual. Ralph H. Blanch- 
ard, insurance professor at Columbia 
University, is executive director. 





Bankers Life of Nebraska has pitir- 
chased two McDonald store buildings, 
one at Hastings, Neb., at a cost of 
$223,000 and one at McCook at a cost 
of $73,000. 


L.I.A.M.A. Sheds 
More Light on Those 
Buying Juvenile 


The second installment has been pub- 
lished by L.I.A.M.A. in the juvenile 
series, “The 1949 Buyer,” to complete 
the major reports in the survey. The 
latest report describes the premium 
payers of ordinary life insurance bought 
for children through age 14. Based on 
analysis of 5,420 juvenile policies, this 
study points up a number of changes 
in the market since 1942 when a similar 
report was made. 

One of the findings is that buyers 
of juvenile insurance today are largely 
concentrated in the middle income 
group. For juvenile policies sold by 
ordinary agents, 51% of the male pre- 
mium payers earn between $3,000 and 
$5,000 a year; for combination agents, 
this figure is 59%. Some 22% of all 
male premium payers buying juvenile 
policies from ordinary agents have in- 
comes of less than $3,000, while 27% 
earn more than $5,000. While 28% of 
the combination agent’s male buyers of 
juvenile have incomes under $3,000, only 
13% are in the over $5,000 bracket. This 
concentration by income is much more 
marked than for adult policies. 


More Women Buying Juvenile 


In 1942, 14% of juvenile policies were 
paid for by women, as compared with 
10% in 1949. There is a greater change 
for policies sold by combination agents 
(17% to 11%) than for those sold by 
ordinary agents (10% to 8%). 

It was found that two-thirds of all 
male payers of juvenile insurance pre- 
miums are between 25 and 39. Pre- 
mium payers are older than for adult 
policies, but younger than the juvenile 
premium payers of 1942. In both the 
ordinary and combination agents’ mar- 
kets, the occupation distribution is simi- 
lar to that found among those paying 
premiums for adult insurance. In the 
juvenile market, only a small propor- 
tion of male premium payers do not 
carry insurance on their own lives. 

Member companies received during 
1949 five research reports in “The 1949 
Buyer” series. Special studies of the 
group of 24,817 policies sold in May, 
1949, by 64 companies are now in 
progress, 





Traces Interest Rate Rise 
in Britain Since 1947 


Interest rates for long-term invest- 
ments in England, which for nearly two 
decades were relatively low, have moved 
upward since 1947. To learn whether 
this change portends anything in the 
U. S., Professor Burton C. Hallowell, 
Wesleyan University, economic consult- 
ant for Connecticut General Life, has 
conducted a study of Britain’s recent 
monetary history. Dr. Hallowell’s paper 
details the course of British interest 
rates since 1929, and he reports on the 
activities of the government in its ef- 
fort to influence the rates. He describes 
the “Dalton debacle” of 1946 and 1947, 
when the newly-elected Labor govern- 
ment tried to force down the interest 
rates on long-term investments. “When 
the British authorities sought an arbi- 
trarily low rate of interest,” he said, 
“they were unable to convince the in- 
vesting community that they could or 
would maintain the low rate, the prefer- 
ence for cash over securities was 
strengthened, and the authorities under 
these circumstances found it expedient 
to retreat from their publicly announced 
objective. ” Dr. Hallowell said that the 
“shadow of Dalton’s experience” would 
be a ‘handicap in any future effort by 
government to force down interest rates. 


Mutual Life and id New York Life have 
each taken $500,000 of loans totaling 
$5.4 million to pay for constructing 
new buildings at Rosary College, River 
Forest, Ill. 


NSLI Cheaper Than 
Gratuitous, says VA © 


WASHINGTON—In view of Sal 
parisons made by insurance industry © 
representatives of costs of National 
Service life and of a proposed gratuitous © 
indemnity program, and the ideas and — 
suggestions of various government 
agencies submitted to the House vet- 
erans affairs subcommittee which has 
been considering several plans of serv- 
icemen’s protection and indemnity of 
their survivors, the veterans administra- 
tion submitted through Assistant Ad- 
ministrator Birdsall some comparative 
cost figures and estimates which are 
favorable to NSLI. 

According to these, if $10,000 had been 
paid for each of 438,000 deaths “proc- 
essed,” from October, 1940, to Decem- 
ber 31, 1949, including Philippine army 
deaths, the total would have been $4.38 
billion. 

NSLI death claims for deaths during; 
the same period that were awarded 
through December 31, last, according to 
Birdsall’s figures, totaled $3.84 billion, 
This includes $496,743,975 designated as 
“extra amount on account of lighter 
annuitant mortality.” The comparison 
indicates payments under gratuitous 
would have been over $539 million more 
than under NSLI. 


George Reintroduces Bill 


Senator George, finance committee 
chairman, is reintroducing his bill to 
provide up to $10,000 gratuitous indem- . 
nity for survivors of those killed in the 
Korean war. He said he and Senator 
Kerr, Oklahoma, would sponsor “auto- 
matic or gratuitous insurance for all 


persons in the armed services” since 
June 25. 
In general, the George plan would 


otherwise continue the National Service 
Life program, according to sources in 
his office. This is in line with American 
Legion policy. 

George and Rep. Rankin, Mississippi, 
chairman House veterans affairs com- 
mittee, agree the former’s bill differs 
materially from H.R. 1, introduced by 
Rankin, which is very similar to the 
$10,000 gratuitous indemnity bill re- 
ported by his committee and passed by 
the House late last session. 


Seek to Dispel Fears 


The House bill has been endorsed | 
by representatives of the Veterans of 
Foreign Wars, Disabled American Vet- 
erans and Amvets. They dispute the | 
claim of Legion spokesmen that the | 
House bill would interfere with second © 
world war veterans continuing or rein- | 
stating NSLI policies. i 

Representatives of the three veterans’ © 
organizations first named above point. 
to a provision of the House bill that® 
nothing therein shall affect rights under — 
prior government insurance policies. ] 

Rep. Rankin has introduced bills to 
provide the privilege of renewing ex- 
piring 5-year level-premium-term U. S. ~ 
Government life policies, and relating 
to reinstatement of war-risk yearly re- 
newable term and USGLI by service- 
connected disabled veterans of the first 
world war. 

Indemnification bill for members of 
the armed forces would preclude rein- 
statement of government insurance for 
the vast number of veterans of both 
wars who dropped their government 
policies and have never reinstated them. 


igh 








Elect Brooklyn Secretary 


Mrs. Sophie Lubroth, an agent of Mu- 
tual Trust Life, has been elected secre- 
tary of the Brooklyn branch of the New 
York City Life Underwriters Assn. 
succeeding Murray Malament, Mutual 
Trust Life, who resigned because 
the pressure of. business. She has been 
in. the business for the past three years 
and has aualified for the Women's 
Quarter Million Dollar Round Table. 
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State Mutual Maps 
Expanded Training 
Program in 1951 


What is described as an accelerated 
and vastly improved agency training 
program will get under way in the some 
60 agencies of State Mutual Life, ac- 
cording to Charles W. Earnshaw, edu- 
cational supervisor. 

The training from now on will ac- 
centuate programming. Although in 
recent years this phase of life selling 
has been considered increasingly im- 
portant, the company believes that in 
the years immediately ahead program- 
ming will come into its own as never 
before. 

The company has always had a com- 
plete two-year training program but 
feels it is necessary, Mr. Earnshaw said, 
that new standards of training be set. 
Less new agent material will be avail- 
able as the demands of the armed serv- 
ives increase. At the same time the war 
economy is expected to alter the market 
picture, hence agents will need special 
training for a changing market. Older 
agents at the same time will have to be 
brushed up on new techniques. 


Works With General Agents 


State Mutual does not have a school 
for formalized classes, but works with 
the general agents to assist them in 
their training program, by home study 
courses and similar devices. Weekly 
reports on new agents’ activities for the 
first two years are sent in by the gen- 
eral agents to Mr. Earnshaw’s office. 
In this way the home office can keep 
a close check on the progress of the 
new men. 

Of the some 450 agents of State Mu- 
tual, more than 60% are taking some 
form of training. 

State Mutual is trying to incorporate 
various elements in the course which 
are completely modern. For example, 
retirement will be stressed because peo- 
ple now are living longer and the prob- 
lems of retirement must be studied and 
arranged with the same care as in set- 
ting un a health program. 


Consider Retirement Program 

The demand now, Mr. Earnshaw ex- 
plained, is not to put all into life but 
some into retirement program, taking 
advantage of social security, company 
retirement plans, army or navy bonuses, 
or retirement income, etc. 

Mr. Earnshaw believes as the state of 
emergency becomes more acute, so will 
the demand be stepped up for increased 
acuity of judgment on the part of all 
life agents. This means that their train- 
ing must assume more and more of a 
post-graduate character, as the field be- 
comes more competitive, manpower de- 
creases and the market becomes in- 
creasingly specialized and possibly re- 
gionalized. 





Issues 1950 Proceedings 


L.I.A.M.A. has issued the printed pro- 
ceedings of the 1950 annual meeting. 








Dr. A. L. Larson G. A. Fletcher 


Dr. Albert L. Larson, whose appointment 
a8 associate medical director of Travelers 
was reported last week, has been with the 
company since 1940. He had been assistant 
medical director since his army discharge. 

George A. Fletcher, new assistant man- 
ager of the farm loan division ofthe mort- 
§age department, had been field supervisor 


of the division since he went to the home 
office in 1949 after having served in the 
Oregon field. 


Bohlinger Reappointed 


Alfred J. Bohlinger has been reap- 
pointed superintendent of insurance in 
New York by Gov. Dewey, who sent 
his name to the state senate for con- 
firmation. Mr. Bohlinger took the post 
last July, when Robert E. Dineen left 
to become vice-president of Northwest- 
ern Mutual Life. 





University of Wisconsin has _ pub- 
lished the talks of 13 leaders in business, 
made at the commerce school’s golden 
jubilee celebration. Among them are 
addresses by James J. O’Leary, Life In- 
surance Assn. of America, on “Research 
and the Investment Problems of Finan- 
cial Institutions,” and Reinhard A. Ho- 
haus, actuary Metropolitan Life, on 
“Democracy and Security.” 





Alex L. Picone, who has been with 
the Insurance Advocate for four years, 
has joined the New York Journal of 
Commerce insurance page. He fills a 
vacancy created by reentry of Phil Mc- 
Donnell into the navy. Mr. Picone 
worked for the Hudson Dispatch at 
Union City ‘before entering military 
service. 


TEX., LA. LEAD 


Tabulation Shows 
Domiciliary States 
of 609 Companies 


Of the 609 life companies doing busi- 
ness in the United States, 108 are 
domiciled in Texas. It has long been 
known that Texas leads by a wide mar- 
gin in number of companies but less 
widely known is the fact that the run- 
ner-up is Louisiana, with 82. Illinois, 
with 30, ranks third, while New York 
and Pennsylvania are tied for fourth 
with 22 each. 

Wyoming is the only state that has 
no domestic companies. Maine, -Mon- 
tana, New Mexico, Oregon, Rhode Is- 
land and Vermont have but one each. 

Following is a listing of states and 
the number of domestic companies in 





each, compiled by THE NATIONAL 
UNDERWRITER: 
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Begin Peninsular Building 


Peninsular Life has started construc- 
tion on its new $1 million home office 
building in Jacksonville. It is expected 
that the building will be finished in 
1952. The building is of modernistic de- 
sign with extensive window areas, air 
conditioning and fluorescent lighting. 





New York City Life Supervisors Assn. 
launched the new year with a luncheon 
meeting on business insurance that fea- 
tured a talk by Albert Mannheimer, 
New York City attorney, on stock re- 
tirement and stock purchase plans. He 
answered questions previously submitted 
and concluded with a question and an- 
swer session. Robert I. Curran, Massa- 
chusetts Mutual, presided. 
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LNL 1s geared to help its field men. 


Name 


Indicates 
Its Character 


In adopting the great name of Abraham 
Lincoln, this company assumed the responsibility 
of measuring up to that name in character, integ- 
rity, and thoughtful, human service — in its rela- 
tions with its representatives as well as with the 
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Survey Effect of 
Military Leave on 
Employe Benefits 


The effects of military leave on em- 
ploye benefit plans are receiving close 
attention in most of 180 companies sur- 
veyed by National Industrial Conference 
Board asking how employers deal with 

ensions, group life and hospitalization, 

lue Cross and Blue Shield, etc. 

Time in uniform will count in deter- 
mining length of service required for 
pension eligibility with more than nine 
of 10 cooperators. Financing of employe 
pension credits for time in service “de- 
pends to a large extent on whether the 
plan is contributory or noncontribu- 
tory.” If contributory, three out of four 
companies state that they are suspend- 
ing all payments. No further funding is 
made until the employe returns. In the 
noncontributory plans, three of four 
companies will make contributions for 
the employe while he is in service, or 
upon his return. The remaining com- 
panies will simply suspend contributions 
while the employe is in service. 


Terminate Group Life 


Group life plans were in effect in 169 
of the cooperating companies. Of these, 
127 are contributory, and 42 noncon- 
tributory. Only 10% of the contributory 
group life plans will continue in effect, 
provided the employe makes his con- 
tributions and the insurance company 
continues to permit coverage at existing 
rates. Of the 149 companies cancelling 
group life for employes entering mili- 
tary service, 70% do so within 31 days. 
Cancellations after 60, 90 or 120 days 
are about equally divided among the 
remaining 30%. Thirteen of the 20 com- 
panies continuing group life have the 
contributory type. In eight of these 13 


however, the employer will take over 
the total cost of the premiums after the 
employe leaves. 

Slightly less than one out of five com- 
panies cancelling group life is planning 
to contribute to the employe’s NSLI 
premiums. Of the 27 companies doing 
this, about two-thirds will reimburse 
the employe for the amount of coverage 
held under the group plan. Except for 
a few companies limiting the reimburse- 
ment to a one-year period, all companies 
will continue these payments for the 
duration of the military leave. 

Almost one out of four cooperators 
having group hospitalization is plan- 
ning to continue dependency coverage 
where it exists. Practices of the 98 
companies currently providing Blue 
Cross coverage for dependents “vary 
widely depending on the type of fi- 
nancing in effect.” For example, five 
of the 13 completely employer-financed 
plans will continue to pay the full cost 
of dependency coverage during military 
leave. On the other hand, only five of 
the 27 jointly financed plans and three 
of the 58 employe-financed plans pro- 
vide for continued dependency coverage 
by the company. 

A similar observation can be made 
on the 68 cooperators having Blue 
Shield plans. Four of the 10 companies 
paying all costs will continue to do so 
for the dependents of men entering the 
service. However, only five of the 22 
jointly financed plans and two of the 
36 employe-financed plans will follow 
this practice. 


L. I. Branch to Hear Whitelaw 

Leroy N. Whitelaw, asistant director 
of field training for Prudential, will 
speak on “The Most Important Word 
in Any Language” at the Jan. 19 meet- 
ing of Long Island branch of the New 
York City Life Underwriters Assn. at 
Hempstead. 











Group Sales Record 
Clouded by Errors 
in Reporting 


Monthly sales figures do not provide 
an accurate measure of the expansion of 
group life, according to home office 
group staffs which, with business never- 
theless going well, point out that there 
are soft spots in the new business re- 
porting methods which leave compa- 
nies with considerable leeway in deter- 
mining what is and what is not re- 
portable as a sale. 

A more accurate barometer is the net 
gain in insurance in force for a com- 
pany or the business as a whole but 
this figure is available only at yearly in- 
tervals. Even then the sales record 
for a given period is clouded by in- 
creases attributed to increases in exist- 
ing groups, which, in expanding eco- 
nomic periods as this year has been, 
may account for half of the annual net 
gain. 

In a year like 1950 where there have 
been many wage increases, companies 
experience a great gain in force merely 
because coverage is tied to hourly wages. 
There are several weak spots in the 
reporting procedure which put the rec- 
ord off balance. Among these are the 
appearance in new sales of a great vol- 
ume of business transferred from one 
company to another. These are new 
sales only from the viewpoint of the 
company to which the case is trans- 
ferred. When it loses a case a- company 
does not report it except at year end. 
Nor is the loss of the other company 
accounted for by the monthly produc- 
tion record. Some cases have changed 
hands several times in a few years. 
These will appear in the sales record 
as many times as a new company takes 
over a case. One group man states: 
“T can think of $100 million that will 
show up in the sales figures in the last 
month or two. None of it is new. We 
took some of it from X company and 
Y company took some from us.” 


Association Cases 


A second defect crops up through 
the increase in association plans. A large 
association case is written by a company 
replacing policies of many insurers. The 
company reports it as new _ business. 
But it is not new business when judged 
from the viewpoint of group expansion. 
The figures indicate that considerable 
business is floating around in the group 
market, not that more people are being 
covered. 

A third source of error crops up in 
reinsured cases. The originating com- 
pany reports the case as new business 
and perhaps all the companies taking 
a piece of it do the same thing. 

Companies have different attitudes 
about what is new business and what 
isn’t. Some brokerage houses point out 
that a company which pays only a re- 
newal commission on a case because 
it is transferred, nevertheless goes 
ahead and “for the record” says it is 
new business. 


Jockey the Record 


Every December and January, said 
another group official, “group companies 
get into a scramble in which all jockey 
for position to see what business they 
will report to make their year’s record 
look good.” 

One company will write a new policy 
when an insured opens a new plant 
and consider it new business. Another 
won’t. Some companies issue a new 
policy for administrative purposes when 
a schedule is increased. They may re- 
port the change as new business as a 
matter of practice or, if the record 
needs a shot in the arm, they'll report 
it as new business in one month but 
not in another. There are several other 
tricks employed in reporting sales 
figures which have still to come to 
light. These secrets last as long as the 
group man who knows about them 
stays with the company using them. 

No reliable estimate of the propor- 


whet 


tion of the sales volume that can be 
laid to duplication is available. Con- 
ceivably it might detract from the sales 
record at least as much as inflation 
has reduced the value of the coverage. 


New Juvenile Program 
for New York Life 


New York Life is now issuing the fol- 
lowing juvenile policies providing full 
death benefit at age 1: 10, 20 and 30 
payment life; 20 and 30-year endow- 
ment; endowment at age 18; and 20- 
payment endowment at age 65. These 
are not available in New York or 
Canada. 

Policies with immediate insurance 
protection for the face amount are is- 
sued at ages 1 to 9 (5 to 9 in New York; 
4th birthday to 9 in Canada) on the 10- 
payment life, 20-payment life, 30 pay- 
ment life, 20 year endowment, 30 year 
endowment and 20 payment endowment 
at age 65 plans; at ages 1 to 8 (5 to 8 
in New York); 4th birthday to 8 in 
Canada on the endowment at age 18 
plan and at age 9 on the 10 year en- 
dowment plan. 

Single premium policies with imme- 
diate insurance protection for the face 
amount are issued at ages 1 to 9 (5 to 
9 in New York; 4th birthday to 9 in 
Canada) on the life, 15-year endowment, 
20-year endowment and endowment at 
age 65 plans. 

Twenty premium with pure endow- 
ment at the end of 20 years and 30- 
premium with pure endowment at the 
end of 30 years policies are issued at 
ages 0-9 and provide for payment of a 
sum equal to the annual premiums paid 
compounded at 2% in event of the in- 
sured’s death prior to age 10 and for 
insurance equal to the face amount in 
event of the death of the insured there- 
after. 

The following policies with graded 
insurance to age 5 or with premium re- 
turn to age 5 are available in New York 
only: 10, 29 and 30-payment life; 20 
and 30-year endowment; endowment at 
18; and 20-payment endowment at age 





ov. 

Various forms with graded insurance 
to age 4 or with premium return to 
age 5 are available in Canada. 


No Rush for $90,000 of 
Unclaimed Policy Benefits 


HARTFORD—Claimants have been 
slow in filing for $90,000 in policy 
money recently turned over by Connec- 
ticut companies to State Treasurer 
Adorno. To date only 28 persons have 
filed papers in hopes of obtaining un- 
claimed insurance money to which they 
think they are entitled. Total claims 
come to only $1,500. 

Several weeks ago, the state published 
in newspapers a list of some 250 bene 
ficiaries who had failed to claim insur- 
ance money seven or more years after 
it was due. Under the state’s new 
escheat law passed by the 1949 legisla- 
ture, the treasurer’s office must now 
process all claims from its residents for 
unclaimed policies. 

It is turning out to be a tough job 
because most persons filing claims don’t 
have the policies, and for lack of con- 
crete evidence base their claims mostly 
on pure memory. 

The law provides that 75% of the 
unclaimed moneys will go into the 
state’s general fund, with the remainder 
held out as a cushion to meet claims. 


U.S. Chamber Group to Meet 


A meeting of the U. S. Chamber of 
Commerce insurance committee has been 
called for Washington Feb. 15 for a 
look at governmental policies with re- 
spect to insurance at close range. 











Edwin Linthicum, Jr., manager of the 
life, accident and group claim depart- 
ment of Travelers, has been appointed 
chairman of the program committee to 
formulate plans for the annual meeting 
of International Claim Assn., to be held 
Sept. 10-12 at Spring Lake, N. J. 
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"Stock Risky Hedge 
Against Rising 
Cost of Living 


The difficulties facing the would-be in- 
vestor in common stock are brought out 
clearly in an analysis comparing the 
1935 cost of living with that of 1950 and 
the value of $100 worth of common stock 
of a company in each of the major cate- 
gories making up the cost of living. The 
statistics were furnished by the Parker 
Corp., investment managers of Incorpo- 
rated Investors, a mutual investment 
trust of Boston. 

Agents can use these figures in an- 
swering the “buy term and do your own 
investing” objection which is increas- 
ingly offered as a means of fighting in- 
flation. The stocks selected for study 
are not necessarily representative of the 
stock market as a whole or any industry 
in particular. The period chosen was one 
in which the stock market as a whole 
advanced. 

A basic conclusion appears to be that 
one can fare very well if he picks the 
right stock but most people do not have 
the necessary professional experience in 
investing and even the professionals make 
mistakes. Despite the inflation in the 
past 15 years a $100 investment in 1935 
might not be worth even that much to- 
day, according to the figures even if 
placed in very well known companies. 

The items included in the cost of living 
survey were food, clothing, housing, 
transportation, utilities, medical, house- 
hold furnishings and “other”. A hundred 
dollars worth of all items in the cost of 
living category in 1935, today would 
cost $175.33. 


Cost of the Product 


If an individual bought, in 1935, $100 
worth of food, the same quantity today 
would cost $209. The comparable figures 
for a $100 investment in clothing in 1935 
today are $190, for rent $132, transporta- 
tion $161, utilities $140, medical $161, 
household furnishings $73 and “other” 
$161. 

In the food category $100 worth of Bor- 
den Co. stocks bought in 1935 would be 
worth $210 today, but Standard Brands 
would be worth only $43. In clothing, 
United Shoe today is $51, Melville Shoe 
$189. In the rent group U. S. Gypsum 
is $159, American Radiator $80. The 





President Inducted 








George Willard Smith, now New England 
Mutual’s chairman, welcomes his successor 
as president, O. Kelley Anderson, on the 
latter’s first day in his new position. Mr. 
Anderson, formerly president of the Boston 

and the Consolidated Investment 
Trust and a New England Mutual director 
for nearly four years, was elected last fall 
to succeed Mr. Smith, who had headed the 
company for the past 21 years. Mr. Ander- 
son and Mr. Smith will share executive 





and administrative responsibilities, 





transportation category is illustrated by 
Pan American, today valued at $97 and 
United Airlines at $183. In utilities, 
American Gas & Electric is valued at 
$150, Western Union $81. In medical 
supplies Parke-Davis is $93, Bristol- 
Myers $147. In the household furnish- 
ings group Bigelow-Sanford is $217, 
R. H. Macy $86. Comparable figures in 
the “other” group show F. W. Wool- 
worth at $78 and S. H. Kress $168. 

All of these stocks are in well known 
companies. The investor’s problem is, 
“How can I know where to put the 
money?” The agent’s reply is of course 
that he can put it in insurance and he 
won’t have these things to worry about. 





If Agent Knows, Company Knows 


In the absence of fraud, the agent’s 
knowledge that the applicant for an in- 
dustrial policy was not in sound health 
bars the company from voiding the 
policy, the appellate division of the New 
York supreme court has ruled in af- 
firming the appellate term’s judgment 
in Dore vs. John Hancock. There was 
no question of fraud or collusion be- 
tween the agent and applicant. Similar 
policies had been cashed in some months 
after issuance of the policy involved in 
the suit. 





Contract has been awarded for the 


construction of an office building at 
Memphis for National Life & Accident 
to house personnel now occupying space 
in the Sterick building there. The one- 
story building, estimated to cost $37,000, 
will be located at the northwest corner 
of North Claybrook and Autumn St. 


L.LA.M.A. Concept Book 


To fill the need of agents for a book 
that presents the basic concepts of life 
insurance, L.I.A.M.A. has_ published 
“This I Believe.” It includes 10 funda- 
mental ideas about the functions of life 
insurance. 








The annual banquet of the Chicago 
agency of Aetna Life it to be held Jan. 
18 at which speakers from the home 


office will be Morgan B. Brainard, 
president; and R. B. Coolidge, -vice- 
president. 


J. Russell Townsend, Jr., general 
agent Equitable of Iowa, Indianapolis, 
will serve next semester as instructor 
in a sales management course at Butler 
University in that city. Sponsored by 
the Indianapolis Sales Executives Coun- 
cil, the course will feature forum-type 
lectures each Thursday evening. 

Los Angeles City College evening di- 
vision is offering a course in life insur- 
ance, taught by Russell Ray, Home Life. 


“Ad” Chairman 





Margaret Divver, advertising manager 
has been 


for John Hancock Mutual, 
named chairman of 
the 1951 Eastern 
Round Table of 
Life Insurance Ad- 
vertisers Assn., to 
be held March 19- 
20 at New York 
City. Miss Divver 
has been an asso- 
ciation member for 
eight years, has 
served on_ several 
important commit- 
tees, and has been 
a featured speaker 
at association meet- 
ings. She thas been 
advertising manager of John Hancock 
since 1948. 





Margaret Divver 





Marion L. Shugart was awarded Con- 
necticut Mutual Life’s Omaha agency 
trophy for having done the best all- 
around job in the agency, based on a 
point system. Lloyd V. Clark received 
his 10-year button for 10 years’ service 
in the agency and with Connecticut 
Mutual. 





NATIONAL 


A RULE FOR HALF 


A CENTURY 


At the time of our humble beginning fifty 
years ago, this rule was adopted governing 


claims: 


“Pay all just claims pleasantly and promptly; 


reject all unjust claims pleasantly but firmly. If 
doubt exists that cannot be removed, give the 
policyholder the benefit of it.” 


That same rule has been followed for half a 
century now and, looking back over the years, 
we are confident it has made a great contribu- 
tion to the building of this company. 
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Vigilance on the Border 


Zealous Canadian customs officials 
has given L.J.A.M.A. cause for wonder- 
ing if the titles of some of the books 
it publishes and ships to member com- 
panies in Canada as well as in this 
country ought to be reconsidered. 

A recent association publication which 
came to the customs man’s attention 
aims to inspire the agent by pointing 
out the many vital functions life insur- 
ance fills. This was explained by the 
company representative who had come 
to clear the order. There was some- 
thing about that title, though. Ever 
watchful of national security and en- 
tirely unconcerned with the life man’s 
growing impatience, the government 
official scrutinized every page. Finally 
came the okay. He had determined 
that, contrary to his suspicions about 
that title, there was no Communist 
propaganda in “This I Believe.” 





Television Men as a Market 


Television has changed the prospect- 
ing habits of agents calling on homes 
at night when the prospect may be 
more interested in his set than in in- 
surance. Some are timing their calls 
for hours when Joe Prospect isn’t 
watching his favorite show. But in New 
York City, at least, and probably in 
Chicago, it has had another effect—it 
has created a new market for life in- 
surance salesmen. In those two cities 
where most of the big shows are put 
on, and consequently where most of 
the money is made by people in the 
production end of the television business, 
a sizable number of agents have been 
giving the television market a thorough 
going over and with no little success. 

The familiar plan of watching trade 
journals for changes creating insurance 
situations is also being used on tele- 
vision, which has several leading jour- 
nals. Subscriptions to these journals 
are held by agents in at least three 
New York City agencies. 


Topic for Monday Meeting 


Those Monday morning agency meet- 
ings can turn into pretty dull affairs 
without some planning, as veteran par- 
ticipants in them know very well. But 
on occasion the unexpected or unpre- 
pared-for event makes them more ex- 
citing and worthwhile than usual. 

Usually General Agent Jones devotes 
some time during the four remaining 
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days of the business week to thinking 
of a subject for Monday’s meeting. It’s 
better to decide on one then than to 
have Sunday’s relaxation balled up by 
concern that the troupe isn’t going to 
have something to talk about on Mon- 
day. Sometimes the G.A. is inspired 
and a topic will or has come easily to 
mind. If he hasn’t thought of some- 
thing by the time he is driving to the 
office or is on the train on his way in, 
Monday morning, then tension mounts. 
About that time this decision is made: 
“That supervisor of mine better get on 
the ball and start helping out on these 
things!” If nothing develops by the 
time the meeting starts, according to 
one experienced G.A., the “out” is to 
call on one or more agents and ask 
them: “What is the toughest (or most 
common) objection to buying that 
you’ve met or have been meeting re- 
cently?” This general agent says it is 
surprising “how much your own agents 
know about answering objections. 
They’ve developed plenty since you 
brought them into the business. It’s 
just hard to realize it because you can 
remember the day you recruited them 
and they didn’t know a thing about it.” 
He suspects that there is a lot of good 
sales sense going to waste in agencies 
but he admits that he forgets it himself 
until that emergency arises. Then it 
may produce one of his better meetings. 





Older Men Again in Demand 


It has been some time since older 
men have been sought in help-wanted 
advertisements. Yet the press of mobili- 
zation has put them once more on a 
priority basis. A major life company 
in the east a few days ago ran such 
an ad calling for employment of men 
between the ages of 35-55. Specific jobs 
they are being sought for were in the 
mail and records department. 





Prepare Employes for Retirement 


Pension planners report a decided 
movement among corporations to pre- 
pare their employes for retirement. Sug- 
gestions that this be done as a practical 
matter and that it no longer be regarded 
as icing the pension cake are now 
routine with a number of pension con- 
sultants. 

There are many problems involved 
in counselling an individual employe as 
to where he should locate after retire- 
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ment. Warmer climates are fine for 
some but others have a psychological 
letdown when they are taken away 
from their old environs. They find 
difficulty in taking root in a new neigh- 
borhood. 

It is desirable for the pensioner to 
live in a warm climate with year round 
healthful surroundings but mental health 


is also a retirement problem. In any 
event, not all pensioners can afford to 
live in Florida or California. The ideal 
solution is for his pension to be large 
enough to enable the pensioner to move 
to the warmer climate for a few months 
of the year. Those who have the neces- 
sary private insurance in addition to 
the pension are able to do this. 








Companies Warming Up to 
“Magic Brain” Calculators 





The “magic brain” is coming to in- 
surance. Vastiy simplified descendants 
of the electronic calculators that helped 
to create the atomic bomb and design 
modern jet bombers are slowly making 
their appearance in actuarial depart- 
ments. 

Only a handful of companies in the 
east have these new machines in opera- 
tion, but many more are ordering them 
or considering them. As it stands now, 
the companies are tthary about dis- 
cussing the calculators—heavy, cabinet- 
like affairs which flash lights and hum 
mysteriously—and with some _ reason. 
For one thing, their use can become a 
competitive factor; another, uninformed 
persons might get the idea that large 
scale technological unemployment will 
result. 


Unbelievably Fast Operations 


The very few companies that have put 
the machines to a serious test already 
have found that involved mathematical 
processes can be accomplished with un- 
believable speed and accuracy. How- 
ever, it does not follow that the ma- 
chine is taking the job of the man, or 
woman. Experience has been that it 
takes at least the same number to op- 
erate and maintain these vacuum tube 
devices as it does any office machine. 

The main difference between the old 
and the new is that the electronic cal- 
culators, by virtue of a tape or wire for 
storage of data, can “think.” The vacu- 
um tubes—which are the equivalent 


of brain cells—replace wheels in con- 
ventional type calculators and give 
answers with lightning rapidity. 

The I. B. M. 604 is the latest model 
in insurance company use. One function 
of the machine, for example, is the cal- 
culation of social security and with- 
holding tax and other payroll .deduc- 
tions and then arriving at the conclu- 
sion all, so to speak, in the same breath. 

I. B. M. and other companies as well 
—such as Univac, Eckert-Mauchly, Ray- 
theon and Remington Rand—are hard 
at work developing even more ad- 
vanced machines, limited, of course, by 
size. The great “brain” at Harvard, 
for example, can do virtually anything 
but reminisce about the Civil War, but 
it weighs many tons and _ occupies 
rooms, instead of just a corner of one 
room. 


Automatically Controlled 


The new calculators will be entirely 
automatically controlled. The operator 
will merely have to start them off and 
they will proceed to perform lengthy 
sequences of different problems, re- 
ferring, when necessary, to data stored 
within the devices. 

Present indications are that electronic 
calculators should play a major role 
in the mathematical departments of all 
insurance companies within a few years. 
But there is one big question mark— 
if the war situation becomes any more 
serious, machines of this type will be 
going to war plants. 








Publish Book on A. & H. 
Substandard Underwriting 


“Underwriting of Sub-standard Acci- 
dent and Health Insurance” by Roy A. 
MacDonald, assistant director of Health 
& Accident Underwriters Conference, 
has been published by The National Un- 
derwriter Co., Cincinnati. 

The book, which is the first published 
to deal with sub-standard A. & H., con- 
tains statistics, facts and practices 
needed to rate impairments specifically. 
Several thousand impairments are con- 
sidered and evaluated, and there are 
morbidity tables suggested for each im- 
pairment and previous condition of un- 
favorable health. These are classified 
into nine major sections covering ap- 
proximately 900 impairments and some 
4,300 ratings. 

Each impairment is indexed. There 
is space provided for the underwriter to 
include modifications in line with his 
own experience. 

Mr. MacDonald started his insurance 
career with Great-West Life. He re- 
ceived the first fellowship of the H. & 
A. Underwriters Conference Institute 
as a result of his original research on 
substandard. 

The book may be obtained from the 
National Underwriter Co., 420 East 
Fourth street, Cincinnati 2, O., at $8.50 
a copy, or $8.25 sent in lots of six. 





P. M. Has 119 “Millionaires” 


Pacific Mutual Life’s Million Dollar 
Club as of Aug. 1 had 119 members, 35 
of them ranging downward from $8 mil- 
lion to $2 million, and 84 in the $1 mil- 
lion class. Fred L. Hirsch of the R. E. 
Watts agency heads the list with $8 mil- 
lion of insurance in force on the lives of 
his clients. 





Mrs. Louis M. Cohn of the Dave J. 


Cohn agency, Miami, is the leading 
woman producer for the third consecu- 
tive year. Cesare Maraccini of the C. G. 
Standeford agency, Fresno, Cal., has the 
longest consecutive weekly production 
with 25 years to his credit. 


Led Provident Mutual 

The Sprague agency of Provident Mu- 
jg in New York City led the company 
or 1950. 





Form Foundation for Aged 


Foundation for Forty-Plus Living, 
Inc., a national group for research, 
guidance and development of authorita- 
tive information for older people, has 
been organized at New York. On its 


advisory council are members represent- ~ 


ing the fields of health, economics and 
sociology. The foundation is supported 
by various industries interested in elim- 
inating the present waste of experienced 
manpower caused by emphasis on chron- 
ological rather than psychological age. 
The foundation will serve as a clearing 
house for information on the problems 


of the aged, according to its present — 


plans. 





The Behrns agency of New England 


Mutual in Chicago is holding on Jan.” 
12 a dinner for its agents who were 


responsible for elevating the office into 


seventh position in the country during © 


1949, 


Seattle managers heard R. A. Frost, 
Personnel Development Service, Seattle, 
talk on “Is Your Business So Different 
from Others?” 

John E. Kenny has been appointed 


a supervisor in the Krebs agency 0 
Aetna Life in New York City. He has 


ita 





been with the New Haven agency since | 


1948, 
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Great Expectations 
for 1951 Business 


(CONTINUED FROM PAGE 1) 


mind the amount he must pay for the 
benefits. 

This admittedly optimistic prognosis 
is based on the belief that fringe bene- 
fits, although included in the definition 
of wages in wave and price control 
legislation, will not be curbed if the 
controls are put into effect. The con- 
sensus is that an exclusion for welfare 
benefits will somehow be worked out. 

Some believe that welfare benefits 
were included in the definition to give 
government the police power to curb 
those employers who attempt to put 
more funds into employe benefits than 
management discretion would normally 
dictate. The belief has arisen that some 
firms will use the cheap dollars available 
because of high taxes to bolster the 
funding of their pension plans against 
the leaner years of the future. 


See Better Funding Methods 


Pension men expect the eternal con- 
troversy as to the technique used in 
funding plans to continue in 1951 but 
they suggest that higher taxes will en- 
courage employers to be more conserva- 
tive in funding. Some assert that the 
educational efforts of the past several 
years aimed at spreading the idea of 
conservative pension funding have be- 
gun to take hold. These men _ believe 
that the trend to trusteed funding has 
been arrested, if not stopped. However, 
in any event, they intend to continue 
their campaigns against inadequate 
funding. 

One pension trust salesman said he 
already observes 1943 being repeated. If 
it now were December, 1951, he said, 
even with the present tax structure, a 
new pension boom would have arrived. 
And, he suggested, if taxes go higher, 
1943 will not compare with 1951. 


Business Insurance Helped 


Business insurance salesmen point out 
that generally it becomes easier to sell 
any kind of business insurance in high 
tax periods because the corporate dollar 
is less restricted then. The Volckening 
decision, which removed the 30% rule 
for close corporations, has opened up 
some sales possibilities. 

There is no interest in “capitalizing” 

on the tax situation, as pension men 
learned from the bitter experience of a 
few of their fellows after the war that 
this is the worst possible thing that 
can be done. They intend to suggest 
plans which will involve funding that 
a corporation will be able to support 
on a regular basis. One said: “My cus- 
tomers are leery of getting involved in 
too expensive proposals. They know 
they have to live with a plan in the 
hard years as well as the good. I’m 
recommending conservatism. I want to 
keep my clients so that I’ll have them 
in the tough years. That’s when you 
need them more than when business is 
good.” 
Pension salesmen are shying away 
from deferred compensation and other 
proposals which might be upset by in- 
ternal revenue bureau or court rulings. 
There is a general feeling that these 
proposals are loaded with tax “dyna- 
mite” and salesmen do not want to take 
the risk. 


National Emergency Mutual 
Life Managers’ Big Topic 
(CONTINUED FROM PAGE 2) 


in distribution of Mutual’s assets, im- 
Provement in yields and other effects 
of its “vigorous” reinvestment program. 
e also reviewed the company’s pro- 
gram for voluntarily strengthening its 
feserves and building up surplus. Point- 
Mg out that the ratio of surplus to 
Policy reserves and deposit liabilities 
Was now close to the legal maximum 


limit, he asserted that, for reasons of 


LIFE INSURANCE EDITION 


financial strength and safety, such a 
program was both necessary and de- 
sirable, especially in times like these. 

Mr. Hale, in outlining some of the 
company’s plans for 1951 as they con- 
cern agency operations, said that two 
of the continuing primary objectives 
would be to increase the field force 
with additional career agents and to 
step up the volume of new, quality 
business. He also referred to improve- 
ments made in the training program 
for new agents. He said that greater 
emphasis would be placed upon single 
need and one interview sales. 


Carl F. Spaeth of Jackson, Mich., 
was elected a director of Michigan Life. 
Mr. Spaeth is president of the Jackson 
City Bank & Trust Co. 


Harold O. Love, Detroit attorney, was 
the speaker at the Detroit C.L.U. chap- 
ter on “‘Recent Developments in De- 
ferred Compensations and Business In- 
surance Plans.” 


The New York state joint legislative 
committee on problems of the aging 
has published a pamphlet which con- 
tains instructions telling mature work- 
ers how to get a job. 


Mutual Names 
Managers for 
Texas Reentry 


Mutual Life, which will reenter Texas 
in February to do business for the first 
time in 44 years, has appointed mana- 
gers for agencies to be established in 
Dallas, Fort Worth, Houston and San 
Antonio. 

R. Percy Goyne, who presently heads 
the Shreveport agency, will become 
manager at Dallas. Earl P. Harris, Jr., 
will be manager at Fort Worth; Henry 
J. Zock at Houston and William L. 
Porte at San Antonio. These three new 
managers have been members of the 
training staff at the home office. Stanley 
K. McAfee, Jr., also a former training 
assistant, has been appointed to succeed 
Mr. Goyne at Shreveport. 

The Texas managers will be installed 
at ceremonies during the weeks of Feb. 
5 and 12. 

Mr. Goyne joined Mutual Life in 1945 
at Little Rock. In 1947 he was advanced 
to assistant manager of the Arkansas 
agency. In 1948 he was promoted to be 
a training assistant at the home office 
and later that year he was appointed 


The wise old owl says: 
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Shreveport manager. He is an air force 
veteran. 

Mr. Paris, the new Fort Worth man- 
ager, joined the company in 1946 at New 
Orleans. He was named assistant man- 
ager in 1948 and in 1949 he was ad- 
vanced to be a training assistant at the 
home office. He is a veteran. 

Mr. Zock joined Mutual in 1938 at 
Seattle. He became assistant manager 
there in 1946. In 149 he advanced to 
training assistant at the home office. 

Mr. Porte joined Mutual at Washing- 
ton, D. C., in 1947, became assistant 
manager in 1949 and training assistant 
at the home office in 1950. He is active 
in National Assn. of Life Under- 
writers and a life and qualifying mem- 
ber of the Million Dollar Round Table. 

Mr. McAfee started with Mutual in 
1946, and was named assistant manager 
at Louisville in 1948, and training assist- 
ant at the home office in 1949. His 
father is manager at Charlotte, N. C., 
and his brother James B., is manager at 
Columbia, S. C 


Richard T. Hughes, general agent of 
Aetna Life at Syracuse, N. Y., was a 
member of a discussion panel of the 
Sales Executives Club there dealing 
with business problems in face of the 
current international situation. 
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Association Meetings Curb Outsize Egos 


One of the less appreciated advan- 
tages of trade associations and attend- 
ance at their meetings is the opportunity 
—and even compulsion—for a man to 
revalue himself, to see himself and his 
activities in broader perspective than is 
possible when he is operating within his 
own tight little baliwick 

At a trade association meeting men 
are away from the relative security, 
sometimes sanctity, of their own offices, 
where they run the risk of not having 
anyone who is in a position to discuss 
their ideas on a basis of equality. 

Sometimes it takes a jolt from a new 
boss to stir some men out of their own 
complacency. A less drastic remedy is 
the trade association meeting. There, 
for example, an executive who thinks 
he knows all the answers may find 
himself sitting next to someone whose 
ideas are just as good as his, and maybe 
demonstrably better. This is rough on 
the egotist’s soul but it makes him stop 
and think. Maybe, he reflects, he should 
not take so seriously those subordinates 
who never question anything he says 
or does, or those who tell him what 
a good speech he has made. Maybe, 
he begins to suspect, all those high- 
flown introductions when he is about 
to make a speech should be viewed as 
polite hot air by him as well as by the 


others who may be listening. 

The tendency to develop a _ good 
opinion of oneself by processes not 
strictly the result of pure logic can 
be found at all levels and in all phases 
of the business. Consequently, trade 
associations of many types and at many 
levels are useful in helping those who 
attend keep their sense of proportion 
and sense of humor. 

Those who travel to meetings of many 
trade associations often note with in- 
terest the difference in the behavior of 


executives when they’re out among 
competitors and when they are but- 
tressed behind phalanxes of subordi- 


nates. The man with a tendency to 
override questions or criticisms from 
his own staff finds that when he 
among his peers his views must stand 
on their merits and not on his status 
as boss. 

Another chastening process is when 
an interchange of ideas indicates that 
one’s cherished notions have been pre- 
viously tried out and found to be no 
good. 

While the reduction and control of 
outsize egos is by no means a major 
reason for holding trade association 
meetings, they can certainly be credited 
for doing a lot to curb any tendency 
toward delusions of infallibility. 


is 


An Unwarranted Smear Attack 


“The Captain’s Obligation Is the 
Highest!” is the theme of the latest 
propaganda barrage loosed by Robert 
R. Young of Chesapeake & Ohio on 
behalf of the Alleghany Corporation and 
Missouri Pacific Railroad in a last-ditch 
attempt to prevent the consummation 
of the proposed reorganization plan for 
the Missouri Pacific that has been ap- 
proved by the interstate commerce com- 
mission. 

The new appeal takes the form of 
full-page newspaper advertising in the 
guise of an open letter to directors of 
Metropolitan Life, New York Life, Pru- 
dential, and Equitable Society, all the 
directors being listed individually. 

Obviously, the appeal is not addressed 
to the directors, who could be reached 
much more inexpensively by mail, but 
rather is meant to stir up public senti- 
ment against life company approval of 
the reorganization plan. 

The advertisement doesn’t argue the 
merits of the situation, at least in a 
way that would permit anybody to draw 
a sensible conclusion as to who’s right. 


It merely states dogmatically that 
“whatever the bonds you hold, there 
is not one single issue that would bene- 
fit by ‘acceptance’ of the ICC plan.” 

Then follows the most unfair and ex- 
asperating part of the advertisement: 
“But suppose there were such an issue, 
Even then, you, as captains of this 
reorganization, have no right to step 
warmly furred into the first life-boat and 
leave trampled behind naked and help- 
less, the tens of thousands of men, 
women and children who hold some 13 
other Missouri Pacific issues that can 
only be scuttled by your callous deser- 
tion of them. Unless you prominent 
citizens who have benefited the most 
from our system, are to betray it, after 
having reached the top, you will vote 
R-E-J-E-C-T along with those of us 
who are interested solely in preserving 
our savings and our railroad.” 

The more you read that passage the 
more it looks like one of the dirtiest 
smear attempts that has ever been made 
by reputable noncommunist individuals. 
A captain who hops into the first life- 


boat off a sinking ship without regard 
for his drowning passengers is uni- 
versally despised. To class with him 
directors whose companies. are 
handling an unpleasant and unwished- 
for job to the best of their ability is 
hitting below the belt and Mr. Young 
and his pals know it. 

In saying that “you, as the captains 
of this reorganization, have no right to 
step warmly furred into the first life- 
boat,” Mr. Young gives his readers the 
impression—though being careful not to 
say so in sO many words—that the 
directors he is addressing have a per- 
sonal financial interest in squeezing the 
best possible deal for their companies 
out of the reorganization. But, as Mr. 
Young well knows, all the directors he 
appeals to are on the boards of mutual 
life companies and do not stand to 
make or lose so much as a dime by 
reason of the reorganization’s outcome. 

Mr. Young also conveniently forgets 
about ‘men, women, and children” who 
own policies or are beneficiaries under 
policies issued by the four companies 
involved. He ignores the fact that life 
company directors act as trustees for 
policyholders. The directors’ first obli- 
gation is to the policyholders and bene- 
ficiaries of their companies. The reason 
that life companies bought the senior 
securities of Missouri Pacific and other 
railroads in years past was that they 
appreciated the importance of being in 
the strongest position in case of trouble. 
It was for that reason that they ac- 
cepted a lower rate of return. Those 


who bought junior securities and equities 
in Missouri Pacific knew, or should 
have known if they were in their right 
minds, that the higher yields they looked 
for were not necessary tributes to their 
perspicacity as buyers but were a re- 
flection of the greater risk involved. 
Now they, or at least some of them, 
come crying around because they turned 
out not to be as lucky as they hoped 
with their bargains. 

We do not believe the record of the 
life companies in railroad reorganiza- 
tions and other bankruptcy proceedings 


has been one of callous disregard for 


the interests of junior security interests. 
But a life company would be. derelict 
in its duty if it did not make the best 
possible deal in the interest of its pol- 
icyholders and beneficiaries. Life com- 
pany reorganization committees have 
spent thousands of man-hours in work- 
ing on reorganization plans. They have 
been sympathetic to the interests of the 
junior securities and have gone along 
with reasonable proposals that would 
not jeopardize the position of the life 
company as holder of the senior obliga- 
tions. 

Fortunately, Mr. Young’s advertise- 
ment refers to “those of us who are 
interested solely in preserving our sav- 
ings and our railroad.” Perhaps that 
will serve as a warning to the more 
intelligent readers that Mr. Young and 
his associates are doing a highly skilled 
job of special pleading and their state- 
ments should be discounted as at least 
99.9% prejudiced. 








PERSONAL SIDE OF THE BUSINESS 





H. Lee Leavell, John Hancock general 
agent, is the new president of the 
Wichita Kiwanis Club. 

M. Albert Linton, president of Provi- 
dent Mutual Life, has been elected pres- 
ident and a member of the board of 
Academy of Natural Sciences of Phila- 
delphia. 

Mark S. Trueblood of Los Angeles, 
inspector of agencies of Union Central 
Life for the Pacific Coast and Hawaii, 
has just celebrated his 25th anniversary 
with the company. He received many 
congratulatory messages. 

John D. Rees, a member of the home 
office staff of Midland Mutual Life and 
editor of the company’s publication, 
the Builder, has returned to his desk 
after an illness dating back to October, 
when he suffered a heart attack. 

George W. Klingensmith, Pittsburgh 
general agent for Midland Mutual Life, 
recently underwent an operation for ap- 
pendicitis. 

W. T. Grant, chairman of Business 
Men’s Assurance, has been elected a 
director of City National Bank of 
Kansas City. 

Thomas I. Parkinson, president of 
Equitable Society, has been named 


chairman of the 1951 drive of the United, 
Negro College Fund, which helps sup- 
port 32 colleges with an enrollment of 
about 25,000. 

A. A. Hoffman, retired since 1944 as 
Springfield, Ill., manager for Pruden- 
tial, and Mrs. Hoffman recently cele- 
brated their 50th wedding anniversary. 

Alan Beck, editor of New England 
Mutual’s Pilot’s Log, has been notified 
by the State department that his two 
editorials, “What Is a Boy?” and its 
recent companion piece, ‘‘What Is a 
Girl?” are being translated into Japa- 
nese for general distribution and repub- 
lication in Japan. New England Mutual 
also received a request from the State 
department for reprints of its “Four 
Seasons” series of color advertisements 
to be used in the department’s cultural 
centers program now being developed i in 
South America. 


Helmus B. Wells, past president of - 
Wisconsin Life Underwriters Assn., rer 
cently observed his 25th anniversary ~ 


with Mutual Life at Milwaukee. 
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Attorney-general Ervin of Florida has © 
ruled that dependents of employes cat- — 
not be covered under group life con-— 


tracts. 
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~__ DEATHS 





NELSON B. REDDEN, 63, for a 
number of years an examiner in the 
Ohio department, died unexpectedly 
while on a visit to relatives at Ottawa, 
O. After leaving the department, he 
became associated with the Frank M. 
Speakman organization, specializing in 
insurance accounting. His home was at 
Columbus. 

JOHN M. ANDREWS, SR., 71, who 
founded an agency for Guardian Life 
at Fort Smith, Ark., in 1912, died. He 
had been associate manager since 1940, 
when he asked to be relieved of man- 
agement responsibilities and was suc- 
ceeded by his son, John Andrews, Jr., 
He had been in the business for more 
than 50 years. 

J. W. McMURRAY, 57, of Spring- 
field, manager of the Illinois regional 
mortgage loan and real estate office of 
Prudential, died at St. John’s hos- 
pital, Springfield. He joined Pru- 
dential in 1929 and went to Spring- 
field as assistant manager in 1931. He 
went to Omaha as assistant manager 
and returned to Springfield as manager 
in 1940. He was a naval aviator in the 
first war. 

J. C. STAPLES, manager for Pacific 
Mutual at Philadelphia since 1899, died 
there. The celebration of his 50th an- 
niversary with the company last year 
brought him expressions of congratula- 
tions from friends throughout the in- 
surance business. 

ARTHUR W. MERKLE, 68, re- 
tired Montana manager of Prudential 
at Butte, died suddenly of pneumonia at 
Olympia, Wash., where he had gone to 
spend the Christmas holidays. He had 
been Montana manager for 33 years be- 
fore retiring two years ago. 

JESSE A. TODD, 64, Oklahoma 
general agent of Central Life of Iowa 
for 28 years, died at Oklahoma City 
after six months’ illness. He entered in- 
surance in 1915 as agent of Phoenix 
Mutual, to which he returned after 
army service in the first world war. In 
1928 he was appointed general agent for 
Central Life with headquarters at Okla- 
homa City. 

ROSWELL PICKFORD, 62, for 26 
years general agent of Northwestern 
Mutual Life at Cedar Rapids, Ia., died 
there of a cerebral hemorrhage. He 
joined the company while attending the 
University of Wisconsin where he be- 
gan his life insurance career as a special 
agent, later transferred to Milwaukee, 
and then went to Cedar Rapids. He 
was active in Cedar Rapids and Iowa 
life underwriter associations and was 
a past president of General Agents Assn. 
of Northwestern Mutual. 


GUY A. REEM, who served as gen- 
eral agent for State Mutual Life at De- 
troit for 25 years until his resignation 
in 1946, died in Phoenix. He was a 
naval officer in both world wars. 

ALPHONSE L. NOE, 78, for 13 
years head of Income Life of Kentucky, 
died at Louisville. The company was 
merged some years ago with Lincoln 
Life of Lincoln, Neb., into Lincoln In- 
come Life. 

Cc. C. YARRINGTON, 67, district agent 
at Fayetteville, Ark., for Guardian Life, 
died suddenly. He had been with the 
company for 20 years. 

LIFE DEATH 

WILLIAM L. HAGEMAN, 56, a com- 
mercial artist with Metropolitan Life for 
28 years, died at his home at Short Hills, 

MRS. W. F. RUST, 82, mother of H. E. 
Rust, managing editor of R. & R. Serv- 
ice, died after a lengthy illness. 








Bacon Triples Production 


The San Antonio agency of Occi- 
dental Life, W. D. Bacon, general agent, 
submitted more than $4 million in life 
Msurance in 1950 with approximately 
$34 million paid for. This is approxi- 
mately three times the amount produced 
in 1949 and six times that produced in 
1948 when Mr. Bacon took over the 
agency. 


Convention Dates 





Feb. 6-7, H. & A. Underwriters Con- 
ference mid-year, Drake hotel, Chicago. 

March 19-21, L.I.A.M.A. small com- 
panies spring conference, Edgewater 
Beach hotel, Chicago. 

March 29-30, Society of Actuaries, 
eastern spring meeting, Hotel Commo- 
dore, New York City. 

April 2-5, N.A.LC. blanks committee, 
Commodore Hotel, New York. 

April 3-7, National Assn. of Life Un- 
derwriters, midyear, Hotel Radisson, 
Minneapolis. 

April 9-10, L.I.A.M.A. A. & H. spring 
seminar, Drake hotel, Chicago. 

April 9-11, Home Office Life Under- 
writers Assn., annual, Greenbrier hotel, 
White Sulphur Springs, W. Va. 

May 14-16, H. & A. Underwriters Con- 
ference, annual, Book-Cadillac hotel, De- 
troit. 

May 14-16, Insurance Accounting & 
Statistical Assn., Palmer House, Chicago. 

May 21-22, Assn. of Life Insurance 
Counsel, spring meeting, the Homestead, 
Hot Springs, Va. 

May 21-22, Life Office Management 
Assn., spring conference, Mayflower ho- 
tel, Washington, D. C. 

May 22-23, Society of Actuaries, west- 
ern spring meeting, Cosmopolitan hotel, 
Denver. 

May 29-31, Canadian Life Insurance 
Officers Assn., annual, including life 
agency officers section, insurance adver- 
tising section, Royal Alexandra hotel, 
Winnipeg. 

June 3-6, National Assn. of Insurance 


Commissioners, New Ocean House, 
Swampscott, Mass. 
June 11-13, International Assn. of 


A. & H. Underwriters, Dallas. 


June 14-16, Life Insurers Conference, 
ioe hotel, White Sulphur Springs, 
. Va. 


June 18-20, L.L.A.M.A. combination 
companies” spring conference, Green- 
brier, hotel, ‘White Sulphur Springs, W. 
a. 


June 18-19, Life Officers Investment 
Seminar sporsored by the Financial Sec- 
tion of American Life Convention, Be- 
loit College, Beloit, Wis. 

June 24-25, Life Insurance Assn. of 
America, Hotel Cavalier, Virginia Beach, 


Va. 

June 25-27, American Life Convention, 
Medical Section, Broadmoor hotel, Colo- 
rado Springs. 

Sept. 17-21, National Assn., of Life 
Underwriters, annual meeting, Biltmore 
hotel, Los Angeles. 

Sept. 24-26, Life Office Management 
Assn., annual conference, Edgewater 
Beach hotel, Chicago. 

Oct. 9-12, American Life Convention, 
annual meeting, including annual meet- 
ings of the Legal, Financial, Agency, 
and Combination Companies Sections, 
Royal York hotel, Toronto . 

ec. 2-6, National Assn. of Insurance 
Commissioners, Hotel Commodore, New 
York City. 








Sterling T. Tooker, personnel director 
of Travelers, will address teachers and 
administrators of the Hartford school 
system Jan. 16 as part of a program 
for better school-community relations. 





The Jordan agency of Massachusetts 
Mutual in Chicago has promoted Earl W. 
Hatch from development supervisor to 
office manager. 








Attending the Life Insurance Assn. of 
America meeting in New York City: 
Above, Presidents Robert V. Hatcher of 
Atlantic Life, Leroy A. Lincoln of Metro- 
politan Life and Asa V. Call of Pacific 
Mutual. Below, President Devereux Josephs 
of New York Life, President L. J. Kalm- 
bach of Massachusetts Mutual, and Vice- 
peeetoene Dudley Dowell of New York 

ife. 


Chicago Insurance Phone 
Directory Is Off Press 


The 1951 edition of the Chi- 
Insurance Telephone Directory 
published by The National Un- 
derwriter Co. is now being dis- 
tributed. Copies of this complete 
directory of insurance telephone 
numbers and addresses in Chi- 
cago is now on sale at the Chi- 
cago office of The National Un- 
derwriter Co., A-1645 Insurance 
Exchange building, telephone No. 
WAbash 2-2704. The books sell 
for $1 per copy. 

The new edition of the direc- 
tory is larger than ever, contain- 
ing 184 pages enclosed within a 
sturdy cover and Wiro-binding. 
The book is divided into two prin- 
cipal sections, the one section for 
phone numbers within the Insur- 
ance Exchange building and the 
second section for those insurance 
offices outside of the building. In- 
surance offices and insurance men 
of all types are listed. 

In the service guide are listed 
many non-insurance firms which 
offer accommodations to insur- 
ance people. 





NSLIL, Health Coverage 
Bills Flood New Congress 


WASHINGTON—Opening of the 
82nd Congress has been marked by in- 
troduction of a flood of bills touching 
the insurance business, many of which 
are reintroductions of what failed in the 
8ist Congress. A number of these pro- 
vide for gratuitous indemnity for sur- 
vivors of armed forces’ members who 
die in active service. This is intended 
to displace National Service Life for fu- 
ture entrants into the service. Rep. 
Rankin and others have introduced such 
bills. Other bills provide for amending 
NSLI in various ways, including cover- 
age for Korean veterans. 

Rep. Celler, chairman judiciary com- 
mittee, and Rep. Dingell have intro- 
duced bills for national health insurance 
and other features of a health program. 

Rep. Gary has offered one to exempt 
from estate taxation NSLI and U. S. 
Government life. Rep. Rankin proposes 
to mature USGLI when the insured be- 
comes 70 years of age, also to authorize 
increased monthly disability benefits un- 
der NSLI, and to provide that NSLI 
dividends shall be applied to payment of 
premium, unless the insured wants cash. 

Renewal of level premium term cov- 
erage for successive 5-year periods is 
proposed by Rep. Rogers, Massachu- 


setts, by way of amending the NSLI 
act. 

Rep. Keating has a bill to prohibit 
the credit of subscription charges or in- 
surance premiums with respect to health 
or medical service plans or programs, 
or health or medical insurance for: the 
purposes of federal income tax. 

Among bills dealing’ with social se- 
curity, Rep. Goodwin has one to pro- 
vide that OASI taxes would not be im- 
posed on account of service performed 
after age 65. Rep. Keating has another 
to grant benefits under the new social 
security act to Korean veterans. 





Kane Formulating Pension 
Policy to Guide Military 


WASHINGTON — Director Kane of 
the Department of Defense insurance 
advisory board is taking charge of for- 
mulation of a policy with respect to 
group insurance and pension plans, costs 
of which are paid by cost-plus-fixed-fee 
defense contractors and then passed on 
to the government. He is developing 
a framework to guide the military serv- 
ices in connection with such matters in 
negotiating with contractors. 

There was a tendency during the war 
for military contractors to agree to any 
sort of pension plan, group insurance, 
welfare fund, or other benefits for their 
employes, on the theory that govern- 
ment would bear the cost. Officials 
hope this free and easy policy may be 
avoided or minimized in the present 
emergency. 

It is understood that a committee rep- 
resenting life insurance interested large- 
ly in group coverage will confer with 
Mr. Kane about implementing the pro- 
gram. 





Seattle C.L.U. chapter has presented 
the Fred M. Cassidy fellowship award 
to Robert P. Hungate, insurance stu- 
dent at the University of Washington. 





Section 213 Hearing 
at Albany Jan. 25-26 


The long awaited hearing on 
section 213 by the New York state 
legislative committee on insur- 
ance rates and regulation is tenta- 
tively scheduled for Jan. 25-26 in 
the senate chamber at Albany. 
The alternate date, if one is nec- 
essary, will probably be Feb. 1-2. 
The committee is considering the 
inclusion of several other subjects 
on its agenda but has not yet an- 
nounced a definite program. 
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Court Rules Premium on 
Partner's Life Taxable 


The U. S. tax court in the Keefe case 
has affirmed the opinion of business in- 
surance tax specialists that life insurance 
premiums can’t be deducted from tax- 
able income when a business partner is 
named sole beneficiary. In 1944 and 
1945 Keefe claimed the premiums were 
ordinary and necessary business ex- 
penses. Internal revenue disagreed and 
the tax court has affirmed its finding. 
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Program for Northern Cal. 
Sales Congress Completed 


Final plans have been completed for 
the northern California sales congress 
at San Francisco Jan. 18, sponsored by 
the local association there. M. V. Lon- 
ergan, Bankers Life of Nebraska, is 
general chairman, and W. L. Hardy, 
West Coast Life, program chairman. 

Speakers include Daniel P. Cahill, su- 
pervisor of schools of Mutual Life, “The 
Personal Equation;” Jack White, Pru- 
dential manager at Los Angeles, 
“What’s Ahead?” John D. Moynahan, 
Metropolitan Life, Berwyn, IIL, presi- 
dent of N.A.L.U., “It’s Your Associa- 
tion;’ Ted MacDonald, home office in- 
structor of Equitable Society, “New 
Opportunities in Social Security,” and 
C. Petrus Peterson, vice-president and 
general counsel of Bankers Life of Ne- 
braska. 

A quiz panel will pit five men from 
San Francisco against five from Oak- 
land. They are: From San Francisco— 
Hugh W. Davy, Home Life; James M. 
Hamill, Equitable Society; A. Schlipp, 
Connecticut General; R. Edwin Wood, 
Phoenix Mutual, and William Bull- 
winkle, Guardian Life. From Oakland— 
George Mortensen, Equitable Society; 
P. Parcells, Massachusetts Mutual; Har- 
ry Pinney, Bankers Life of Nebraska; 
Loren Felch, Northwestern Mutual, and 
P. Stewart, Phoenix Mutual. F. J. Van 
Stralen, San Francisco general agent of 
Massachusetts Mutual, will serve as co- 
ordinator. 

Participating associations are Fresno, 
Modesto, San Rafael, Chico, Oakland, 
San Mateo, Sacramento, San Jose, Val- 
lejo, Sonoma and Stockton, Cal., and 
Reno, Nev. An attendance of more than 
1,000 is expected. 


Peirce on Two Jan. 19 Cards 


H. J. Peirce, Massachusetts Mutual, 
Indianapolis, president of the Indiana 
state association, will address the Ko- 
komo association at a luncheon meeting 
Jan. 19 and the Shelbyville-Greensburg 
association at a dinner meeting that eve- 
ning. 


Make So. Cal. Caravan Plans 


Robert L. Woods, general agent of 
Massachusetts Mutual, has been named 
chairman of the southern California 
caravan committee of Life Underwriters 
Assn. of Los Angeles. The visits will 
be made in the next four months, and 
the list of speakers is expected to be 
completed in a few days. 


Hold Okla. School April 2-6 


Oklahoma Assn. of Life Underwriters, 
in cooperation with University of Okla- 
homa, is sponsoring an insurance school 
to be held at the university at Norman 
April 2-6. Total enrollment is limited to 
100, 40 in “business insurance and estate 
planning” classes, and 60 in “formula 
programming.” 

The sessions will be under direction 
of A. R. Jaqua, director of the S.M.U. 
course, and his regular staff. Attorneys, 
trust officers and leading life men will 
give special lectures. 


New Association Leaders 


President of the new Fulton-Mont- 
gomery (N: Y.), Life Underwriters 
Assn. is Nicholas DeCross, John Han- 
cock. Garson Trott, John T. Smith and 
Floyd C. Brockman, all with Metropoli- 
tan, are vice-president, secretary-treas- 
urer and national committeeman, re- 
spectively. 


D. C. Membership at Peak 

WASHINGTON — The District of 
Columbia Life Underwriters Assn. 
reached a new high in membership with 
a year-end total of 547. 














Coffeyville, Kan.—The association is 
furnishing textbooks for a course in life 


insurance to be offered for the spring 
term of the high school. 

Leavenworth, Kan.—A breakfast meet- 
ing was held, with a discussion of the 
social security act by William J. Luff of 
Prudential. 

Philadelphia—The annual luncheon and 
sales congress is scheduled at the Bel- 
levue-Stratford Feb. 15. 


St. Louis—Missouri State Assn. of Life 
Underwriters is supporting plans of Mis- 
souri Heart Assn. for raising funds and 
engaging in educational and speaking 
activities in connection with heart ail- 
ments. 








Reference Guide to Law on 
Insurance Is Compiled 


. NEW YORK — The committee on 
insurance law of the Assn. of the Bar 
of the City of New York recently pre- 
pared a reference guide to insurance 
law, the efforts being directed by A. 
Alan Lane of the New York law firm 
of Lane, Winard, Robinson & Schorr. 
The guide first appeared in the record 
of the association and is now reprinted. 
Mr. Lane has received many requests 
from over the country for copies of the 
25 page booklet, which is said to be 
the only modern compendium of sources 
of material on insurance law. 

Mr. Lane points out that the role of 
the attorney in insurance has grown in 
stature with the realization by govern- 
ments, both state and federal, of the 
need to protect the public. Almost 
every phase of insurance is regulated 
by statute today. Yet in most law 
schools insurance law is relegated to a 
minor position and the lawyer has to 
search for the material necessary to en- 
able him to serve his client. 


Lists Material 


Mr. Lane then lists and describes 
briefly the treatises and digests on the 
subject, short texts, pamphlets, articles 
in law journals, speeches, annuals, peri- 
odicals and services. 

There is great need for other publi- 
cations in the insurance law field, he 
believes, to replace the prevalent an- 
tiquated works. Too many of the bet- 
ter treatises and texts deal with English 
law and are therefore of little value to 
the American attorney. The American 
treatises and texts need revision to meet 
current law conditions. There is also a 
need for more concise texts written for 
the practicing attorney rather than for 
the student. The widely separated fields 
of life and fire insurance particularly 
require more specialized texts due to 
their unique structure. 





N. J. Trust Council to Elect 


Life Insurance & Trust Council of 
North Jersey will hold its annual dinner 
and meeting at Newark, Jan. 18. In ad- 
dition to the election of officers Maynard 
D. Conklin, tax consultant of Champion 
Paper & Fibre Co., Hamilton, O., will 
speak on “Estate Planning for the Exec- 
utive.” 


Panel Discussion at L. A. 


“Plan to Sell in 1951” was the dis- 
cussion topic at a meeting of Los An- 
geles managers by a panel comprised 
of Harold W. Dougher, State Mutual 
Life; Laurel E. Miller, Sun Life of 
Canada; Frank R. Shamel, Equitable 
Society, and Robert L. Wood, Massa- 
chusetts Mutual. Lloyd Lafot, inspector 
of agencies, New York Life, was mod- 
erator. 








Sees Stress on Service 


Clyde S. Casady, executive vice-pres- 
ident of Savings Bank Life Insurance 
Council of Massachusetts, spoke on 
“The Search for Security” before the 
Springfield (Mass.) Rotary Club. De- 
spite growing dependence on govern- 
mental social security and employer- 
sponsored insurance plans, he said, 


individual savings and personal life in- 
surance are still the primary keys to 
family security. 

“With greater public understanding 
about life insurance benefits,” Mr. Cas- 
ady declared, “the future emphasis in 
the life insurance field will be less on 


salesmanship and more on broader serv-  ¢ 


ice by qualified personnel.” 





Get Bonds for Suggestions 


U. S. savings bonds were presented 
by Frazar B. Wilde, president of Con- 
necticut General, to Walter F. Dehm, 
Antoinette Scavullo, and Gertrude 
Chorches, winners in the company’s 
1950 suggestion plan. The bonds were 
in addition to cash awards paid them 
during the year. Cash awards were 
paid for 262 suggestions in 1950. 
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Do You Want-- 


V Large Commissions 
V Steady Renewals 
V Standard Policies 


(rates and provisions competitive with 
every old line legal reserve life com- 
pany in the U. S.) 


V Special Policies 


oo of them, both sure-fire best 

sellers.) 

V Established Territories in 
the South 
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V Brand New Territories in 
Texas and Oklahoma 


V A Sound Company 
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National Equity Life has operated in 
the South for 28 years, and is now 
expanding into Texas and Oklahoma. 
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This may mean unusual opportunities 
for you. 


Write today for full information. 


NATIONAL EQUITY | 
LIFE INS. CO. 


Little Rock, Arkansas 
C. E. LOWRY, President 
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THE 
UNITY LIFE & ACCIDENT 








sibel 





INSURANCE ASSOCIATION 


Insures 


The Whole Family 


Unity agents are equipped 
to serve every need for per- 
sonal insurance. Juvenile 
policies our specialty. 





& &. DEMING L. J. BAYLEY 
President Secretary 


HOME OFFICE — SYRACUSE, N. Y. 


————— 
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AMONG COMPANY MEN 





Mathewson New Medical 
| Director of Great-West 


Francis A. L. Mathewson ae 
oO 


Dr. 
been appointed medical 
Great - West Life, 
succeeding Dr. B. 
H. Olson, who re- 
tired Jan. 1 for 
reasons of health. 

A graduate of the 
University of Man- 
itoba, Dr. Mathew- 
son has practiced 
internal medicine 
in Winnipeg, 
served another 
company as medi- 
cal director, and 
directed research 
jn cardiology. Dur- 
ing the war he : : 
served with the Canadian air force as di- 
rector of its medical services at Ottawa. 
Dr. Mathewson is on the medical fac- 
ulty at the University of Manitoba. 

Dr. Olson, who joined Great-West in 
1929, became assistant medical referee 
in 1931, associate medical director in 
1946 and medical director in 1947. 


director 


F. A. L. Mathewson 





Lyons, Machum Retire; 
Manufacturers Veterans 


J. Percy Lyons, advertising and supply 
manager of Manufacturers Life, and H. 
J. Machum, branch 
office auditor, have 
retired after 
lengthy service. 

Mr. Lyons, who 
joined the company 
in 1903, was the 
oldest employe in 
point of service 
when he retired. 
He started as a 
stenographer, be- 
came assist- 
ant superintendent 
of claims, turned 
to accounting and 
statistical work, 
became first secretary of production 
clubs in 1911, and was editor of the 





J. P. Lyons 


| company’s “News Letter” until 1932. 
| He was the dean of the life insurance 
| advertising fraternity in Canada and 
| served as president of the Life Insur- 


ance Advertisers Assn. in Canada, which 
is now a section of the Canadian Life 
Officers Assn., and on the executive 
committee of the Life Advertisers Assn. 
of the U. S. He was honored at the 
1950 meetings of both organizations. 

Mr. Machum joined Manufacturers 
Life in 1905. In 1927 he went to the 
home office as secretary of production 
clubs, and became branch auditor in 
1929. A son, Jack, is branch secretary 
a Imperial Life’s downtown Montreal 
office. 


Grossman with Union Labor 


Eli A. Grossman has been appointed 
actuary of Union Labor Life. He is 
agraduate of Massachusetts Institute of 
Technology and later served in the_ac- 
tuarial departments of Manhattan Life 
and U. S. Life. He is an air force vet- 
etan and an associate of the Society_of 
Actuaries and Casualty Actuarial So- 
ciety. 


Clark S. W. Group Chief 


Charles S. Clark has been appointed 
ead of Prudential’s group sales in its 
southwestern home office at Houston. 
Effective April 1, he will supervise 
group sales and service activities in 
the seven-state area included in the new 
home office territory. 

Mr. Clark joined the company in 
1982. After serving in the group sales 
Office at Philadelphia, he was promoted 
to district sales manager at Newark. 

1948 he was placed in charge of the 
New York office, largest in the com- 
Pany’s group organization. 








Throgmorton to Republic 
National as Vice-President 


Louie E. Throgmorton of Shreveport, 
La., has been appointed vice-president 
in charge of the 
brokerage depart- 
ment of Republic 
National Life of 
Dallas. 

Mr. Throgmor- 
ton has been in the 
life insurance busi- 
ness for 23 years 
and was general 
agent of Aetna 
Life at Shreveport 
for seven years be- 
fore going with 
Lee National Life 
of Shreveport 
in 1948 as execu- 
tive vice-president and agency director. 

Before becoming Aetna’s general 
agent at Shreveport, Mr. Throgmorton 
was a partner in Aetna’s Little Rock 
agency. He is a past president of the 
Shreveport and Louisiana life under- 
writers associations. He also served as 
president of the Shreveport Grand Op- 
era Assn. He has been much in demand 
as a speaker for civic and business or- 
ganizations. 


Columbian Nat'l Ups 
Smail, Allen, Grandpre 


Columbian National Life has pro- 

moted Frederick M. Smail to assistant 
manager of agencies, Joseph Allen to 
agency secretary and Raoul Grandpre to 
agency assistant. 
_ Mr. Smail joined the company in 1946 
in the group department and in 1949 was 
made assistant to the manager of agen- 
cies, 

Mr. Allen is a graduate of Harvard 
business school and joined the company 
in 1949. 

Mr. Grandpre graduated from North- 
eastern University and until recently 
had been in the treasurer’s department. 


Shepherd Reinsurance Aid 


Connecticut General Life has ap- 
pointed Bruce D. Shepherd reinsurance 
assistant. He joined the actuarial de- 
partment on graduation from the Uni- 
versity of Illinois in 1935. He is a 
graduate of University of Connecticut 
law school and a veteran of the second 
world war. He is a member of the Con- 
necticut bar. Mr. Shepherd is the son 
of the late Clinton O. Shepherd, vice- 
president and actuary of Travelers, and 
a nephew of Manager Bruce E. Shep- 
herd of Life Insurance Assn. of America 
and Vice-president Pearce Shepherd of 
Prudential. 


J. D. Smith to Home Office 


James D. Smith, 
who has been man- 
ager of Travelers 
at New Orleans, 
has been promoted 
to assistant super- 
visor of agency field 
service. 

Mr. Smith joined 
Travelers in 1929 
as a field assistant 
at St. Louis and 
was named assist- 
ant manager there 
in 1936. He went 
to New Orleans in 
1943. 


L. E. Throgmorton 

















J. D. Smith 








Jack L. Batchler, secretary of Kansas 
City Life, has been elected president 
of South Central Business Assn. of 
Kansas City, an organization of more 
than 400 business men who devote 
their efforts to civic and cultural im- 
provement of the city. Mr. Batchler has 
been with Kansas City Life since 1917. 





Doss Named Executive 
V.-P. of Farm Bureau 


Bowman Doss has been named to the 
newly-created position of executive 
vice-president of Farm Bureau compa- 
nies of Ohio. He formerly was agency 
vice-president, heading the sales force. 

Mr. Doss joined the companies in 
1932 in Monroe county, W. Va., be- 
came district manager in 1933, and 
later served as state agent in Ohio, 
North Carolina and New York, and as 
superintendent of agencies. He was as- 
sistant secretary prior to his appoint- 
ment as agency vice-president in 1946. 





North American Life of Toronto has 
named A. S. Burton associate treasurer 
and Hugh G. Johnston assistant ac- 
tuary. 





Seek New Tenn. License Law 


NASHVILLE —The Tennessee de- 
partment will this week introduce a bill 
in the legislature governing the licensing 
of life and H. & A. agents. All ap- 
plicants for license would be required 
to pass an examination given by the 
department and companies would be 
forbidden to pay commission to agents 
not properly licensed. Those failing to 


pass the test would be permitted an- 
other test after six months. Temporary 
(six months) license would be issued 
to agents involved in settlements of 
estates and to those on strictly indus- 
trial debits who want to begin work 
before a licensing examination date. 
Other states would be asked to recipro- 
cate in enforcing the law. 





To Repeat Neb. Institute 


Due largely to the success of the first 
insurance institute conducted last No- 
vember, Insurance Federation of Ne- 
braska and the University of Nebraska 
college of business administration have 
commenced plans for a second institute, 
to be held at Lincoln in the fall of 1951. 

H. S. Wilson, president of Bankers 
Life of Nebraska, has been appointed 
chairman of the institute by E. J. 
Faulkner, federation president, who is 
also president of the Woodmen com- 
panies. 

The 1950 institute was attended by 
350 agents and students of insurance. 





Pacific Mutual Life has purchased a 
30,000-square-foot warehouse and office 
property at Vernon, Cal., now occupied 
under long-term lease by Hudson Sales 
Corp. 
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Fifty-Seventh Year of 


Dependable Service 


* The State Life Insurance Com- 


Policyowners and Beneficiaries 
since organization September 5, 
1894... The Company also holds 
over $75,000,000 in Assets for 
their benefit . . . Policies in force 
number 102,000 and Insurance in 
force is over $209,000,000 . . . The 
State Life offers General Agency 
Opportunities — with liberal con- 
tract, and up-to-date training and 
service facilities — for those quali- 


* 


THE STATE LIFE 


INSURANCE COMPANY 
Indianapolis, Indiana 


MUTUAL LEGAL RESERVE FOUNDED 1894 


$170,000,000 to 
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Occidental Group in Force 
Figure Passes $1 Billion 


Occidental Life closes the year with 
more than $1,017,000,000 of group life 
insurance in force, Horace W. Brower, 
new president, announced at a testi- 
monial luncheon for Dwight L. Clarke, 
retiring president, which was attended 
by 80 business associates and friends. 
Mr. Brower pointed out that practically 
the entire amount was sold during Mr. 
Clarke’s administration. 

Occidental’s 1950 gain in group life 
was the largest on record, exceeding 
$250 million. Group casualty premiums 
in 1950 were more than $18 million, as 
against $10,900,000 in 1949. 

Lee N. Parker, president of American 
Service Bureau, spoke on behalf of Mr. 
Clarke’s friends in the business outside 
of Occidental. He presented a testi- 
monial book containing more than 150 
letters of tribute to Mr. Clarke. 

Hoyt M. Leisure, Los Angeles gen- 
eral agent and charter member of the 
Leading Producers Club, presented Mr. 
Clarke a handsome watch, emblematic 
of club membership. Mr. Clarke’s fellow 
officers presented him a new television 
set. 

Dr. Arthur G. Coons, president of 
Occidental College and close associate 
of Mr. Clarke, spoke on “The Measure 
of a Man.” 


New Business in 1950 of 
National of Vt. Up 22%, 


In its 1950 centennial year, the 54 
general agencies of National Life of 
Vermont produced $122,688,000 new 
business, nearly 22% more than in 1949. 
Insurance in force at the end of the 
year was $1,138,243,841, an increase of 
more than 7% over last year. 

The 10 leading agencies in order of 
production were Atlanta, Hodes agency, 
New York; Chicago, Los Angeles, Vir- 
ginia, Manchester, N. H.; Minneapolis, 
Cleveland, New Canaan, Conn., and De- 
troit. 


Sue to Break UOPWA Tie 


BOSTON—Three agents of Boston 
Mutual Life have asked the superior 
court to prevent the company from 
discharging them for failure to pay dues 
to the Distributive, Processing & Office 
Workers of America, successor to the 
United Office & Professional Workers 
of America. Judge Murray granted a 
temporary restraining order forbidding 
the company to discharge the agents 
for non-payment of dues. 

The agents, J. J. (Currier of Cam- 
bridge, Peter De Rosa of Boston and 
John Volpe of Someville, filed on their 
own behalf and that of other agents a 
bill in equity in which they pointed out 
the UOPWA was expelled from the 
CIO as being communist-dominated. 
The suit contends that by merging with 
two other unions United ceased to exist 
as an independent union and has no 
power to enforce its union shop agree- 
ment with Boston Mutual. 


Home Life Sets New Record 
With 15.4% Gain in Year 


New business produced in 1950 by 
Home Life of New York broke ail 
previous company records. 

The year-end total of $109,248,747 
represented a 5.2% increase over the 
total in 1947, the company’s previous 
best year, and a 15.4% gain over last 
year. 





Jefferson Standard Nears 
$1 Billion Mark in ‘50 


Jefferson Standard’s paid business of 
$130,796,027 for 1950 set a new record, 
exceeding 1949 volume by $7,484,771. 
Insurance in force now is $967,492,522, 
up $73,289,524 for the year. Since 1944 
the company’s insurance in force has 
increased 66% from $589,097,454. 


Western & Southern Shows 
$129,826,339 in-Force Gain 


Western & Southern showed a gain 
of $129,826,339 in insurance in-force to 
reach $2,185,039,865. The increase was 
about $90.6 million ordinary and $37% 
million industrial. Assets are $422,816,- 
739, up $37,109,651. Payments to policy- 
holders were $22,315,486. The company 
has more than 4 million policies in 
force. 


Big New Business Gain 
in ‘50 for Great-West 


Great-West’s 1950 new business was 
$259,171,995, compared with $228,859,- 
927 in 1949. Business in force at Dec. 
31 was $1,671,014,073, a gain of $167,- 
160,604, against a gain of $157,624,977 
in 1949. 

For the 13th consecutive year, the 
Earl M. Schwemm agency at Chicago 
led all agencies. The agency placed 
more than $20 millions of new business 
for the seventh consecutive year and 
ran its string of consecutive “million 
or more” months to 78. 


Midland Nat’l Open House 


Midland National Life held a formal 
opening of its new home office in Water- 
town, S. Thursday. The building 
is three stories high and of modern de- 
sign, with windows comprising a large 
part of the wall area. 


Magazine for Agents 

Northwestern Mutual Life has ar- 
ranged for the publication of a maga- 
zine to be sent by agents to policy- 
holders, prospects and centers of influ- 
ence as a business-getting and prestige- 
building device. 

The magazine will be issued on a bi- 
monthly basis beginning in May and 
features a personalized back cover with 
the agent’s name, photograph and a 
message. 

The publication will cost agents 10 


cents per name per issue, if 100 or 
more inames are used. The cost is 15 
cents per copy per issue if from 50 to 
99 names are used. 

The publication will contain human 
interest stories, discussion of financial 
problems, humor, and an appropriate 
amount of life insurance material. 





Conn. Mutual Has Biggest 
Year in History in 1950 


The best year in its history has been 
reported for 1950 by Connecticut Mutual 
Life, with new business of $241,635,977, 
up $30,555,879 over 1949. Insurance in 
force now stands at $2,111,696,076, a 
gain of $151,680,203. 


Mutual Benefit’s ‘50 
Paid-for Biggest Ever 


Mutual Benefit Life had the biggest 
paid-for business year in its history in 
1950, with a total of $252,928,218. The 
closest previous year was 1926, when 
$242,132,650 was paid for. The Arthur 
V. Youngman New York City agency, 
with $10,202,285 of paid-for business, an 
increase of more than $740,000, led all 
agencies. 


New Business of Fidelity 
Mutual Tops $70 Million 


Fidelity Mutual Life’s new business 
in 1950 was $70,118,447, up 14.6% over 
1949. Insurance in force at Dec. 31 
was $661,928,302. Average paid policy 
was $6,576, highest ever. 

Total assets are more than $242 mil- 
lion, an increase of about $12 million, 
most of which is allocated to mortgage 
investments. 


Lincoln National Racked 
Up Huge Gains Last Year 


Outstanding gains in new paid busi- 
ness and insurance in force were made 
by Lincoln National Life in 1950. New 
paid business for the year totaled more 
than $671 million, an increase of more 
than $71 million over 1949. Insurance 
in force gained more than $352 million 
to a total of more than $3,840,000,000. 
The company’s total income for the 
year was more than $101 million, a sub- 
stantial portion of which is earmarked 
for the policy reserve account. 


Acacia Marks Two Dates 


The 57th anniversary of Acacia Mu- 
tual and the 81st birthday of President 
William Montgomery were celebrated 
at a dinner attended by about 80 com- 
pany officers, directors, personal friends 
and their wives. Principal speaker was 
Judge Laws of the federal district court. 


Manhattan Life has been licensed in 
Pennsylvania. Manhattan is now li- 
censed in California, Connecticut, Colo- 
rado, Florida, Illinois, Indiana, Michi- 
gan, New Jersey, New York Ohio, 
Oregon, Pennsylvania, Texas, Washing- 
ton, District of Columbia and Alaska. 
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2. Insures diabetics. 
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Getting policies issued is the specialty of Reserve 
Life‘s modern, streamlined Underwriting Department, 


1. Writes up to 600% sub-standard. 


Offers Monthly Income Disability. 
Issues non-medically as high as $7,500 up to 


RESERVE LIFE INSURANCE COMPANY 


AMERICA’S MOST AGGRESSIVE UNDERWRITING DEPARTMENT 


and including age 40; $5,000 up to and in- 
cluding age 45. 


5. Equips the man in the field with a complete 
Underwriting Manual. 


For full details about representing the Company 
whose Underwriting Department is in business to 
issue policies, not to reject them, write to S. J. Gilbert, 
Vice President and Director of Life Agencies. 


DALLAS, TEXAS 








Manhattan Life Boosts 
Home Office Salaries 


Salaries of home office employes of 


Manhattan Life have been increased an ~ 


average of 8%. The increase was in 


two parts, with all employes receiving Z 
under $5,000 a year getting a flat week- © 
In addition, salaries were ad- © 


ly raise. 
justed upward to conform to a new 
schedule of job classification and salary 
ranges. 


Continental American's New 
Business Up 15% in ‘50 


Continental American Life’s new busi- 
ness in 1950 was 15% greater than in 
1949, the greatest increase ever. Insur- 
ance in force now exceeds $242 million. 
Average new sale was $9,126. 

Leonard C. Kiesling, Wilmington, 
Del., led all agents for the year in 
volume of sales and Clark W. Dill, 
Wilmington, led in the number of poli- 
cies sold. 


Mutual Trust Examination 


A regular convention examination of 
Mutual Trust Life has been begun. 
Thus far, Illinois and Ohio are the only 
states in the zone participating. 


Shareholders’ Case Continued 


The action of a Pacific Mutual Life 
shareholders committee to obtain a writ 
upsetting the mutualization plan of the 
company was scheduled to be heard Jan, 
10 but was continued to give the insur- 
ance commissioner’s counsel additional 
time to file the necessary papers in reply 
to the committee’s petition. 


To Become N. C. Company 
Occidental Life, which has had its 
home office at Raleigh, N. C., since 
1926, has received a charter from the 
state in a move designed to establish 
the company technically as well as in 
fact as a North Carolina company. 














Checks ranging to $40 were awarded 
to 26 members of the home office staff 
of Pacific Mutual Life for suggestions 
made and put into practice by the com- 
pany over a three-month period. 


Combined American of Dallas has been 
licensed in Idaho. 


ACCIDENT 


Seek Non-Occupational 
Disability Cover in Mich. 


LANSING, MICH.—A move has 
been launched in the Michigan legisla- 
ture looking toward eventual enactment 
of legislation requiring non-occupational . 
disability insurance. A special commit: 7 











tee has been appointed to study the © cepeatt 


need for the coverage and report to the 
legislature. 
the lines of the New York law will be 
introduced. 





Jay De Young to Open 
Own Agency at Chicago 


Jay De Young, for 11 years manager — 
of the A.&H. department in the Chicago © 


branch office of Continental Casualty, 
has resigned that post effective Jan. 15 
to open his own general agency under 
the style of Jay De Young & Associates 
at 330 South Wells street, Chicago. — 
The new agency will devote its activities © 
entirely to the production of all forms — 
of A.&H., including special risks, avia- © 
tion and other specialized lines, and life 
insurance. He will have associated wi 
him his two sons, John E. and Normat, 
who are now operating a very successful 
casualty agency under the name of De 
Young Brothers. Jay De Young 


head both organizations. , 

Mr. De Young has been active in the 
A.&H. business for 25 years, all of that 
time with Continental Casualty. Before 


It is expected a bill along © 











Soe Soe 
_ 

5 
‘< 
rT 


ja) 
® 


Assn. 
+ mittee 
+ board 
> and i 
_ bersh 
- throu: 
those 
he he 
local 
Ohic 
In 
taken 
Ohio 

' Comn 
that | 
ability 
privat 
_ type ¢ 
ber be 
a tax 
payme 
relatio 
The 

_ ability 


Elec 
i Wil 
_ Casual 
' the Cl 
| writer: 
_ Credit 
--urer. 

| Spee 
| of the 
5 land fe 
¢ 


; 
i 


© writers 
Baker, 
preside 
cock } 
Porter 


reau, S 


Two 
+ Equi 
\ have je 
/ derwrit 
+ 65 com 





Three 
Pacif 


three n 
' policy,” 
 princip: 
| pense; 
/ ness p 
cipal s 
the “li 
princips 


_ The - 
lined fe 
| present: 


j dicated 
\ riders - 


- will be 
' plement 
' per mo: 


| accident 


ten up 
doublin; 
of trave 








New | 


WAS 
garn, fe 
to Presi 
as men 
sion to 
late Cor 
been se 
recess ; 
cently « 
Spingar: 
law gra 
has bee 
1934, 








12, 1951 


loyes of 
eased an 

was in 
receiving 


at week- ~ 


were ad- 
y a new 
id salary 


s New 
) 


ew busi- 
than in 

Insur- 
- million. 


mington, 
year in 
W. Dill, 
of poli- 


ion 

ation of 
begun. 

the only 


1ed 


‘ual Life 
in a writ 
n of the 
sard Jan, 
1e insur- 
dditional 
in reply 


had its 
>.. since 
rom the 
establish 
211 as in 
any. 


awarded 
fice staff 
gestions 
he com- 


has been 





h. 


ve has 
legisla- 
lactment 
ipational — 
commit. ® 
udy the © 
‘t to the — 
11 along © 
will be © 


n 
igo 


manager — 
Chicago © 
asualty, 
Jan. 15 
y under 
sociates | 
chicago. © 
ctivities © 
1 forms 
:s, avia- 
and life 
ed with ¥ 
Jorman, 
ccessful 
> of De 
ng 


e in the 
of that 
Before 


siete Se 


ay nbn cc Se SS, 


| riders minimized. 


) January 12, 1992 


LIFE INSURANCE EDITION 


15 








Fe he _was in the investment_ banking 
| field. He has a very strong following 
' among brokers in the Chicago area and 
will continue to emphasize brokerage 
business in his new connection. In his 
41 years as manager he has built the 
A.&H. premiums of his office from 
$48,000 to nearly $144 million. 

He has long been active in accident 
and health organization work. He has 
served as president of Chicago A.&H. 
Assn. and is now on its executive com- 
mittee. He is a member of the executive 
board of the International association 
’ and is general coordinator of its mem- 

bership activities. He is well known 
throughout the business because of 
those activities and the many addresses 
he has given on A.&H. topics before 
local associations and other groups. 


Ohio C. of C. Against UCD 


In connection with legislation to be 
taken up at the present session of the 
Ohio legislature, Ohio Chamber of 
Commerce has expressed the conviction 

| that compulsory non-occupational dis- 

. ability insurance is unnecessary because 

' private plans are on the. increase for this 

type of worker protection. The cham- 

ber believes it “unreasonable to impose 
a tax solely upon employers for wage 
payments during an illness that has no 
relation to occupation.” 

The Ohio CIO favors temporary dis- 
ability insurance. 


Elect Knight at Cleveland 


William A. Knight, Federal Life & 
' Casualty, has been elected president of 
‘the Cleveland Assn. of A. & H. Under- 
‘writers, and L. Bussfield, Retail 
Credit Co., is the new secretary-treas- 
--urer. 
| Speaker was Gilbert H. Knight, father 
| of the president and manager at Cleve- 
) land for Federal Life & Casualty. 
Organize at Nashville 
’ Nashvilie Assn. of A. & H. Under- 
‘writers has been organized with Todd 
| Baker, Provident Life & Accident as 
president; William H. Elliss, John Han- 
cock Mutual Life, vice-president, and 
Porter Smith, Jr., American Service Bu- 
reau, secretary-treasurer. 


Two Join A. & H. Bureau 


Equitable Society and Glens Falls 
have joined the Bureau of A. & H. Un- 
derwriters, bringing the membership to 
' 65 companies. 
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Three New Pacific Mutual Policies 


Pacific Mutual Life has brought out 
| three new policies, the “security accident 
| policy,’ covering monthly indemnity, 
' principal sum and accident medical ex- 


' pense; the “master accident and sick- 


' ness policy” monthly indemnity, prin- 
cipal sum and medical expense, and 
the “life and limb policy,” providing 
principal sum and dismemberment in- 
demnity. 

_ The new forms are set up in stream- 
lined format, using a schedule type of 
presentation with all benefits clearly in- 
dicated on the first page and use of 

d Monthly indemnity 

will be written up to $500 with a sup- 


| plement doubling this amount to $1,000 
| per month in case of auto or pedestrian 


accidents. Principal sum will be writ- 
ten up to $25,000 with a supplement 
doubling this amount to $50,000 in case 
of travel accidents. 


New FTC Member Sworn In 


WASHINGTON — Stephen J. Spin- 
garn, formerly administrative assistant 
to President Truman, has been sworn in 
as member of federal trade commis- 
sion to fill the unexpired term of the 
late Commissioner Ewin Davis. He had 
been serving since last October under 
recess appointment, but was only re- 
cently confirmed by the Senate. Mr. 
Spingarn, a New York Democrat, is a 
law graduate of Arizona University and 
has been in government service since 
1934, 
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N. W. Mutual to 
Have Four January 
Mid-West Regionals 


Four regional meetings for midwest 
agents of Northwestern Mutual Life 
will be held in January. 

The first will be at Sioux City Jan. 
15-16, for the Iowa agencies of Scott 
Burpee, Sioux City; J. H. Copeland, 
Davenport; Roswell Pickford, Cedar 
Rapids, and K. J. M. Cormack, Des 
Moines. Home office representatives 
will be Grant L. Hill, vice-president and 
director of agencies; Robert E. Dineen, 
vice-president; W. C. Roeder, assistant 
director of agencies, and Walter H. 
Meier, specialist in the secretarial de- 
partment. Outstanding Iowa agents will 
speak and a group will stage an idea 
session. 

Nebraska agents will attend a joint 
meeting of the K. M. Snyder agency 
of Omaha and the Milton Koch agency 
of Lincoln at the latter city Jan. 17. 
Vice-president Dineen and Benjamin 
Snow, Jr. assistant director of agencies, 
will participate. 


Illinois Meeting Jan. 19-20 


Four Illinois general agencies outside 
of Chicago, comprising the Illinois Assn. 
of Northwestern Mutual Agents, will 
meet Jan. 19-20 at La Salle Hotel, Chi- 
cago. The agencies are C. R. Garrett, 
Peoria; W. L. Jacobsen, Belleville; E. E. 
Cantrall, Springfield, and B. J. Stumm, 
Aurora. Heading the Milwaukee dele- 
gation will be Edmund Fitzgerald, pres- 
ident, accompanied by Elgin Fassel, ac- 
tuary; Dr. Gamber Tegtmeyer, medical 
director; Roe Walker, assistant direc- 
tor of agencies; Paul Frazier, assistant 
director of underwriting, and Verne 
Arends, assistant secretary. Don Ross 
of “Successful Farming,” will be a 
speaker. } 

Minnesota and adjoining states will 
take part in the Upper Midwest Confer- 
ence at St. Paul Jan. 22-23, for agents 
of F. R. Olsen, Minneapolis; S. A. 
Erickson, Mankato; 
Duluth; Warren Lundgren, _ a 
C. L. Egbert, Eau Claire, Wis.; Wins- 
low Burnette, Sioux Falls, S. D., and 
J. C. Hays, Fargo, N. D. ' 

Home office participants will be 
Messrs. Hill, Dineen and Roeder; Rob- 
ert Templin, agency assistant, and Wil- 
liam Minehan, assistant secretary. A 
session will be held for district agents 
with Mr. Erickson as chairman, and one 
for special agents with Hal McIntyre, 
Minneapolis, presiding. 





Mutual Benefit General 
Agents to Meet Jan. 22-25 


The annual meeting of general agents 
of Mutual Benefit Life will be held Jan. 
22-25 at Belleview-Biltmore hotel, Belle- 
air, Fla. 

The first day will be devoted to a 
meeting of the general agents associa- 
tion. Tuesday’s session will be opened 
by Robert L. Foreman, Atlanta, retir- 
ing president of the association. Lau- 
rance W. McDougall, director man- 
agement training, will be chairman, 
John S. Thompson, president, will re- 
port on the highlights of 1950, and John 
D. Brundage, director of agencies, will 
report on agency achievements. A panel 
on mathematical, law, underwriting and 
investment fields will be comprised of 
Richard E. Pille, vice-president in charge 
of agencies, who will present questions 
to John J. Magovern, Jr., associate coun- 
sel, and Vice-presidents Harry W. Jones, 
Walter A. Reiter, M.D., and Milford A. 
Vieser. 

Talks on Wednesday by August C. 
Hansch, director of agency ersonnel, 
on “Selection . . . and Post Selection’ 
and by Chauncey A. Brown, director of 
agency finance, on “Modern Financial 
Management” will be followed by round- 


table discussions. Five round tables will 
discuss “Selection— Men and Money.” 
General Agents Lester Einstein, New 
York; M. J. Houlihan, Flint, Mich.; 
W. L. Murrell, Los Angeles; Edward 
L. Rosenbaum, Brooklyn, and Raleigh 
R. Stotz, Grand Rapids, Mich., will be 
chairmen. 

Thursday George B. Gordon, director 
of advanced training, will talk on “Ad- 
vanced Underwriting’s Role Today,” and 
Charles G. Heitzeberg, director of agen- 
cy supervision, will discuss “Production- 
Men at Work.” Five round-table groups 
will then discuss “Production.” Group 
chairmen will be General Agents H. 
Bennet Berwick, Rochester; E. D. Car- 
lough, Jr., Albany; John A. Erskine, 
Pittsburgh; Alfred J. Lewallen, Miami, 
and Ervin D. Hintzpeter, Bozeman, 


Mont. A talk, “As I See It,” by C. 
Carroll Otto, Detroit, will close the 
session. 


At a dinner, the President’s Award, 
given yearly to the outstanding agency, 
and the New Organization Award, given 
to the agency with the best record of 
developing new men, will be presented 
along with the Stillman trophies to the 
three agencies producing top quality 
business in the company’s 1950 produc- 
tion contest. Following the meeting, 
about one-third of the group will stay 
on until Feb. 1 for a refresher course. 


Manpower Problems Occupy 
Minn. Mutual Conference 


General agents of Minnesota Mutual 
gathered at St. Paul to discuss sales 
plans for 1951 and management prob- 
lems. The question of a manpower short- 
age resulting from the increased defense 
mobilization was treated ‘at some length, 
as were methods of recruiting new 
agents. President Harold J. Cummings 
presided. 





Group Revision Announced 


At a meeting of district managers of 
American Hospital & Life at San An- 
tonio, a complete revision of the com- 
pany group program, with an increase 
in benefit at reduced rates was an- 
nounced. A jnew individual complete 
coverage policy, known as the all-Amer- 
ican combination policy, which provides 
life, hospital and A. & H. insurance for 
the individual, and a new group pro- 
gram for groups of less than 25 were 
introduced. 


Country Life Meet Jan. 26-27 


Country Life of Illinois will have its 
annual agents’ convention at Edgewater 
Beach hotel, Chicago, Jan. 26-27. 











Mutual Life has purchased $10 million 
of 15-year 4% first mortgage notes of 
Hugoton Plains Gas & Oil Co. 





ANICO 


representatives 
are Anico’s best 
advertisements 


“Serving a community’s insurance 
needs always requires long plan- 
ning and hard work, but solid back- 
ing by the Home Office, as prac- 
ticed by ANICO, makes the job 
twice as easy and far more profit- 
able for the representative. My 
earning power potential was never 
completely realized until I took an 
ANICO contract.” 


—— 


G. A. HOLLMAN 
Life Member M.D.R.T. 
Norman, Oklahoma 


* 
* 
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succeeds. 


can be devised. 


Over2 billions 
of life insurance 





/, L. MOODY, JR 


You can grow with ANICO 


A working contract that permits outstanding earnings. 
Policies that stand out in value against any competition. 


A management philosophy that is based on the axiom 
that a company succeeds only when its agency force 


The most modern and effective selling aid program that 
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Plans for Ohio Conference 


The agency management conference 
to be held at Columbus March 1 will be 
sponsored by Ohio State University in 
cooperation with Ohio Assn. of Life 
Underwriters and managers groups in 
various cities of Ohio. The general 
theme will be “Recruiting for Careers in 
Life Insurance.” The conference is be- 
ing worked out specifically by the edu- 
cation committee of the Ohio associa- 
tion, with Reid Heischman of Warren 
as chairman, and Dr. John S. Bickley, 
new associate professor of insurance at 
the university. 


Purdue Theme for Meeting 


The Jan. 15 meeting of the Indianapo- 
lis General Agents & Managers Assn. 
will be in charge of a panel from the 
Purdue course. Hal Nutt, director of 
the school, will serve as moderator. 
Members of the panel will be Dan E. 
Flickinger, Jr., John Hancock, Indi- 
anapolis; S. J. Lanier, Jr., Penn Mutual, 
Lafayette, and R. J. Garrett, General 





American, Lafayette. All panel mem- 
bers are graduates of the Purdue course 
and will report on the specific work and 
sales methods they have found valuable 
in the field under current conditions. 


Bell at Chicago Meeting 


Hugh S. Bell, general agent of Equi- 
table of Iowa at Seattle, was moderator 
at the opening session of the 1951 round 
table in agency management sponsored 
by Life Agency Managers of Chicago. 

The series will continue for 10 weeks. 
Mr. Bell’s book, “Management Meth- 
ods,” is the text being used in the series. 








Venison Dinner in Okla. 


Oklahoma General Agents & Mana- 
gers Club will be entertained Jan. 15 at 
a venison dinner by L. C. Mersfelder, 
manager of Kansas City Life. Mr. 
Mersfelder goes on an annual deer hunt 
to provide a dinner for his agency. This 
year he bagged two deer, hence the 
general agents and managers party. 





Fort Worth managers heard O. Sam 
Cummings speak on “Agency Planning 
for 1951.” 
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BURIAL INSURANCE 
MEN! 


New legal reserve plan open- 
ing in 13 western and south- 
ern states. General Agency 
opportunity for live wire or- 
ganizer and trainer. Write 
today: Agency Director, 
Commercial Life Insurance 
Company, P. O. Box 7038, 
Phoenix, Arizona. 


WANTED 


LIFE AND A. & H. EXPERIENCE 
required for Chicago General 
Agency expansion program. 


FEMALE— 
Life Brokerage er 
Life Proposal Cler 
A&H Dept. Clerk 


MALE— 
Life Supervisor 
A&H Supervisor 
Group Supervisor 


UNLIMITED OPPORTUNITY 
REPLY TODAY 


Address D-28, The National Underwriter, 
175 W. Jackson Blvd., Chicago 4, Illinois. 











CALIFORNIA 
GENERAL AGENCY 
OPPORTUNITIES 


Progressive 1'/2 Billion Dollar Life Com- 
pany including Group and individual Ac- 
cident & Health—has attractive franchises 
available in several California key cities— 


Liberal Agents and Brokers Commission 
Contracts. 


Over 40 million currently in force in State 
—Exceptional opportunity to qualified men 
—Write giving complete background and 
experience. Address D-3, The National Un- 
derwriter, 175 W. Jackson Blvd., Chicago 
4, Il. 








OPPORTUNITY 


FOR 
PENSION SALESMAN 
WITH EXPERIENCE 


Large national organization's Detroit Office de- 
sires a Pension Salesman—not over 42 years of 
age. Must have record of accomplishments and 
proven sales ability. Experience and knowledge 
of various types of pension plans, methods of 
funding, treasury regulations, etc. required. 
Permanent position for ~ man, salary and 
expense account. Write full tape of edu- 
cation, experience, family, sa “y expected, etc. 
Address C-97, The National Underwriter, 175 
W. Jackson Blvd., Chicago 4, Illinois. 








ACTUARY WANTED 


by one of the nation's leading organizations 
providing hospital and medical/surgical cover- 
age. Insurance Department experience desirable. 
All replies confidential. Give complete data. 
Address D-25, The National Underwriter, 175 W. 
Jackson Blvd., Chicago 4, Illinois. 











WANTED 


EXPERIENCED H. O. LIFE UNDERWRITERS 
A & H experience helpful but not required. 
Replies will be held in confidence. Address 
D-f, The National Underwriter, 175 W. Jackson 
Blvd., Chicago 4, Illinois. 








WANTED—General agency contract, broker- 
age basis, with legal reserve life insurance 
company, by established life underwriter 
fully experienced in agency management, 
for one of these states — Illinois, lowa, 
Michigan, Minnesota, or Wisconsin. Address 
D-29, The National Underwriter, 175 W. 








Jackson Blvd., Chicago 4, Illinois. 





POLICIES 


How Prudential 
‘51 Scale Affects 
Various Policies 


Prudential, whose announcement of an 
increase in the dividend scale to be 
paid in 1951 was reported in the Dec. 
29 issue, will apply the new scale on 
ordinary policies issued at current rates. 
Dividends, also increased on many older 
issues, will not be paid on some policies 
issued at very low rates in effect before 
1935 because of insufficient earnings. In- 
crease in dividends will generally be 
greatest where the policy reserves are 
greatest. 

Special termination dividends will be 
payable on most cash surrenders during 
1951, and on some policies terminating 
by death or endowment maturity. 

For policies issued at rates effective 
before 1940, termination dividends will 
be paid only on surrender for cash. For 
later issues of policies and retirement 
annuity contracts, termination dividends 
will be paid at death or endowment 
maturity as well as on cash surrender. 
No such dividends are payable on de- 
ferred dividend policies issued before 
1907, on term, or any lapsed policies in 
force under the non-forfeiture options 
as extended insurance, reduced paid-up 
insurance or paid-up annuities. For is- 
sues at rates effective after Oct. 27, 1947, 
termination dividends are payable only 
after the 10th anniversary, except in 
the case of retirement annuities, short 
term endowments and limited payment 
policies, calling for less than 20 years’ 
premiums. 


Termination Dividend Requirements 


To receive a termination dividend, the 
policy must be in force on the date of 
termination other than as extended in- 
surance, reduced paid-up insurance or 
a paid-up annuity, except in the case 
of policies on which application for 
cash surrender is made within three 
months after the date to which pre- 
miums have been paid, and this date is 
after Dec. 31, 1950. On cash surrenders, 
no termination dividend will be pay- 
able if the check is dated before Jan. 1, 
1951. 

The rate of interest to be credited 
on policy proceeds left with the com- 
pany to be held at interest or paid in 
installments certain will, as in 1950, be 
234% or the guaranteed rate if higher. 
For settlements under option 2 at rates 
in effect Dec. 1, 1940, and later, some 
additional interest will also be allowed 
during the installment certain period on 
account of the reserves held to provide 
the life income after the certain period. 

The rate of interest to be credited on 
dividends left with the company will, 
as in 1950, be 21%4% or the guaranteed 
rate if higher. 


Lafayette’s Mortgage Plan 

Lafayette Life has brought out an 
“estate protector” (mortgage cancella- 
tion plan) designed to cover outstand- 
ing payments on real estate purchases 
and various types of indebtedness. It 
is provided by means of a supplemental 
rider of annually decreasing one year 
term with premiums based on the at- 
tained age. 

Rates for family income benefit have 
been reduced and new forms have been 
added: $10 monthly to insured’s age 65 
and $20 monthly per $1,000 basic amount 
for 10, 15 and 20 year periods. 


Issues New Juvenile Cover 


Juvenile coverage that “grows up” 
along with the needs of the insured is 
being introduced by Pacific Mutual Life 
in its new estate provider policy. 

An annual dividend contract requir- 
ing level premiums straight through to 
age 65, each unit of estate provider 
establishes $1,000 of death benefit to:age 
21 and $5,000 thereafter. Rapidly rising 








cash and loan values in early years 
create a reserve for emergency educa- 
tional needs. It is offered at ages 0 
through 13. Where issued at age 0 the 
death benefit for each unit is limited 
to $250 during the first policy year. 


Payor insurance is optionally avail-» 
able, to protect premium continuance © 
if the parent dies or becomes disabled © 
before insured is 21. Accident and sick- — 


ness disability income may be applied 
for after the child reaches 14, the mini- 
mum age for these benefits. The policy 
may be converted to annual dividend 
endowment at 65. 








Undergraduates Put Out 
Book on Business Careers 


“Career,” a book outlining some of 
the needs and opportunities in several 
business fields, including insurance, has 
been published by undergraduates at 
Yale. A group led by Paul Bancroft, III 
and William A. Douglas, officers of the 
Yale Daily News, were struck by the 


problem college youths have in decid- 4 


ing what business to enter after grad- 
uation. 

They idescribe the inspiration for the 
book as “befuddled young men, exas- 
perated placement officers, dissatisfied 
interviewers.” Students one day regis- 
ter an interest in a branch of business 
or industry and the next day start ex- 
ploring a completely different field, 
Also, many companies apparently shun 
college graduates in favor of older men. 

The idea of the book is to have sev- 
eral concerns prominent in a field pre- 
pare material on the business according 
to “Career” ideas and pay for the pres- 
entation. This was the way in which 
the book was financed. Initial circula- 
tion was about 25,000, some going to 
college placement bureaus. 


Insurance Section Presentations 


_ The insurance section has presenta- 
tions by Home, Royal-Liverpool, and 
Allstate for the fire and casualty compa- 
nies, and Connecticut General Life and 
Equitable Society for the life insurers. 
The presentations provide some informa- 
tion on the company itself but are aimed 
largely at showing the opportunities 
in the company for the college graduate. 
Connecticut General outlines three 
main streams of career development at 
that company, .administrative, technical 
and sale, and describes the opportuni- 
ties in the actuarial, underwriting, claim 
and other fields with special emphasis 
on sales. Equitable Society also pro- 
vides information on sales, actuarial, ad- 
ministrative, etc. and the training courses 
it has for college graduates. 


No Boost in N. C. Funds 


RALEIGH, N. C. — Under recom- 
mendations of the advisory budget com- 
mission, the North Carolina department 





would be held to virtually its current) 


budget for the 1951-53 biennium. 
Commissioner Cheek had requested 

$262,701 the first year and $272,675 the 

second. 


for the current year is $212,720. 


The commission refused to approve — 


seven new employes for the depart: 


ment, five of whom were sought for | 


administration. 


More States Move on IWO 


The Illinois department has _ insti- 
tuted legal proceedings in circuit court 
at Springfield seeking to halt Illinois 
operations of International Workers 
Orders on the ground that it is a com 
munist front outfit. F 

Similar action was recently taken 
New York. 





The Ohio department has announced 


that it will hold a hearing January 18 
on the question of revoking the I.W.0.s 
license. ae 

Attorney-general Millard of Michigat 
has ordered an inquiry into the status 
of the I.W.O. He said Michigan, 's 
watching closely the New York hearing 
scheduled for this week. 


The commission pared this 
down to $207,252 the first year and 
$207,702 the second. His appropriation © 
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LIFE AGENCY CHANGES 





Republic National Names 
Regional Agency Directors 


Republic National Life has appointed 
James A. Bowron and Larry R. Card- 
well regional directors of agencies. Mr. 
Bowron will be in charge of the west 
Texas territory with headquarters at 





Larry R. Cardwell 


James A. Bowron 


Lubbock and Mr. Cardwell will have 
jurisdiction over Illinois, Michigan and 
Indiana with headquarters at Rockford. 

Mr. Bowron has been manager of the 
Lubbock agency for several years and 
Mr. Cardwell has been general agent 
at Rockford. 

Republic National Life has also made 
the following managerial appointments: 
Gilbert L. Muddell, Jr., will be manager 
at Amarillo; W. E. Lewis, Jr., Midland, 
Tex.; C. R. Morgan, Wichita Falls, and 
Robert G. Thomas, Rio Grande valley; 
Anthony D. Arbisi, Rockford; Bert A. 
Molohon, Chicago, and Dale Stofferson, 
Omaha. 





M. B. Ames Succeeded 
by Sons at Norfolk 


Milton B. Ames, general agent at 
Norfolk for Mutual Benefit Life at Nor- 
folk, Va., has resigned. He will be suc- 
ceeded by his two sons, William J. and 
Samuel R., who will act as co-gereral 
agents. 

Milton Ames started with the com- 
pany in 1906 as an agent in Accomack 
county, Va. Later he became district 
manager at Norfolk and in 1917 became 
general agent. He will continue in per- 
sonal production. 

Samuel Ames started with the com- 
pany in the Norfolk agency in 1938. 
After naval service he was appointed 
supervisor at the Norfolk agency and 
later was made manager at Richmond. 
Recently he had been associate general 
agent at Norfolk. 

William Ames joined the Norfolk 
agency in 1934. In 1948 he was _ap- 
pointed general agent at Norfolk. He is 
a veteran. 

Mr. Ames and his sons are C.L.U.s. 





Berkshire Opens Another 
New York City Agency 


Berkshire Life has opened a new 
agency in downtown New York with 
temporary quarters at 62 William street 
and has appointed Hilliard N. Rentner 
general agent. The location will be at 
141 Broadway after Feb. 1. 

Mr. Rentner started with Berkshire as 
an agent in the Wolfson agency, New 
York City. He became assistant gen- 
eral agent in 1943 and in 1945 became its 
vice-president. He is a director of the 
New York City Life Underwriters Assn. 

Arthur J. Merin will be in charge of 
the Brooklyn branch. 








SBLI Tops $50 Million in ‘50 


Savings bank life insurance sales in 
1950 totaled $50,490,000, according to 
National Assn. of Mutual Savings 
anks, bringing it as of Jan. 1, up to 
$588,400,000. SBLI is sold by 162 banks 
it Massachusetts, 31 in Connecticut and 
66 in New York. Policies increased by 
46,330 to a 566,860 total. 


Life of Ga. Appoints 
Nine District Managers 


Nine district managers have been ap- 
pointed by Life of Georgia. 

George G. Hodges, staff manager at 
Blytheville, Ark., was named district 
manager at Forrest City, Ark. He has 
been with the company nine years, at 
Atlanta, Memphis, Little Rock, and 
Blytheville. 

E. E. Mickler, staff manager in Miami, 
becomes district manager for north side 
Miami. He started in Miami in 1934. 
He has been a staff manager. 

Harold Stratton, assistant manager at 
Memphis, is promoted to district man- 
ager at Memphis. He has been with 
the company since 1936. 

W. O. Houser, Jackson, Tenn., agent, 
moves to Tupelo, Miss., as district man- 
ager. He was leading ordinary producer 
in 1947 and 1948. 

H. P. Woodall, assistant manager at 
Knoxville, Tenn., is promoted to dis- 
trict manager at Knoxville. He has 
been with the company 20 years, for the 
past nine in managerial positions in 
Georgia and Tennessee. 


Huff Manager at Anderson 


James D. Huff, staff manager in 
Anderson, S. C., becomes district man- 
ager there. He has been with the 
company 13 years as agent and staff 
manager. 

Remus O. Cook, staff manager in 
Tallahassee, becomes district manager 
in Panama City, Fla. He joined the 
company in 1936. 

Carl A. Dean, staff manager in Hot 
Springs, Ark., is promoted to district 
manager there. He joined the company 
in 1937 and has worked in Mississippi, 
Tennessee, and Arkansas. 

Clinton H. Pearson, assistant man- 
ager in Nashville, becomes district 
manager in Nashville. He has been with 
the company 20 years. He is a past 
president of the Nashville Life Under- 
writers Assn. 

Life of Georgia district managers 
transferred to similar positions in other 
cities include W. W. Kelly, from Little 
Rock, to Memphis; : Michael, 
from Hot Springs, Ark., to Little Rock; 
G. L. Jackson, from Orangeburg, S. C., 
to Aiken, S. C.; R. F. Martin, from 
Marion, S. C., to Charleston, S. C.; 
W. F. Coates, from Newberry, S. C., 
to Marion, S. C.; J. I. Ratteree, from 
Asheville, N. C., to Laurens, S. C.; H. 
Glenn Greene, from Sylacauga, Ala., to 
Anniston, Ala.; S. O. Bruce, from Tu- 
pelo, Miss., to Sylacauga, Ala. 





Forshar Lansing Manager 


Manufacturers 
Life has appointed 
John H. Forshar 
manager at Lan- 
sing, Mich. He has 
been at the Saginaw 
branch since 1940. 
After army service, 
he returned there 
and in 1948 was ap- 
pointed district su- 
pervisor at Port 
Huron. He suc- 
ceeds C. F. Doane, 
who is retiring on 
pension after 16 
years’ service. 





John H. Forshar 





Colonial Names Moore 


Colonial Life has opened a branch at 
New Kensington, Pa., with James H. 
Moore as manager. Mr. Moore has been 
with the company since 1937 at East 
Liberty, Pa. He became a field man- 
ager in 1941, 





Three New Sun Group Men 


Sun Life of Canada’s group division 
has appointed W. Q. Reno, Jr., district 
group representative in charge of a new 
office. being opened in Indianapolis; 
F. K. Ziegel as district group manager 


at Detroit and H. R. Facey district 
group manager at Winnipeg. 

Mr. Reno joined Sun as a group 
representative in 1948. He is a navy 
veteran. Mr. Ziegel joined the Detroit 
group office in 1940 and was named dis- 
trict group representative after return- 
ing from naval service. Mr. Facey 
served in the Royal Canadian air force 
before joining the group division in 
Toronto in 1945, after which he was 
transferred to Winnipeg as_ district 
group representative. 





New Occidental Life Agency 
Heads at Seattle, Spokane 


Occidental Life has appointed James 
B. Dodge, Jr., general agent at Seattle 
and Thomas Volk manager at Spokane. 

Mr. Dodge’s agency will be the. sec- 
ond for Occidental at Seattle. The 
branch office there will still be operated 
by Manager Fred Wiley. Mr. Dodge 
entered insurance in 1930 in actuarial 
work. He began selling in 1935 with 
National Life of Vermont. After serv- 
ice in the air force, in which he was 
shot down and held as a prisoner of 
war for six months, he joined Occiden- 
tal as brokerage manager at Seattle. In 
1949 he was named assistant manager. 

Mr. Volk succeeds A. Ray Hunter, 
who has retired t> devote his time to 
personal production. He entered life 
insurance in 1915 with Idaho State Life 
and became general agent at Yakima, 
Wash., in 1916. In 1924 he became a 
partner with the late F. H. Fischer, 
father of Hib Fischer, present Occi- 
dental general agent at Yakima. In 
1932, Mr. Hunter moved to Spokane. 


In 1935 he formed a partnership with 
the late Roy S. Phillips which lasted 
until Mr. Phillips’ death last August. 

Mr. Volk joined the Hunter-Phillips 
agency in 1948 and a year later was 
named supervisor. He was educated at 
Chicago Technical College and Univer- 
sity of Minnesota and .was in govern- 
ment work during the war. 





Bankers, Ia., Names 
Two Field Supervisors 


Bankers Life of Iowa has appointed 
Earl J. Rohrbach and John J. Maher 
field supervisors in the eastern and mid- 
western districts, respectively. 

Mr. Rohrbach started with Bankers 
Life in 1949 in Philadelphia and six 
months ago was named district agent. 
He is a veteran. 

Mr. Maher started with Bankers Life 
in 1946 at Davenport and later was 
made supervisor at Cedar Rapids. He is 
also a veteran. 





Open House Launches New 
Prudential Detroit Agency 


The Robert S. Gay agency of Pruden- 
tial in Detroit held open house for some 
300 local business, financial and civic 
leaders to mark its formal opening 
Thursday. 

Carrol M. Shanks, president of Pru- 
dential, who was attending the cere- 
monies, told a gathering of 75 man- 
agerial representatives of Prudential in 
Detroit that “insurance sales will con- 
tinue to go forward as our economy 
goes forward, but we must stand ready 
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When Frank L. McFarlane came into the 
business, he realized that he could succeed 
only in the measure in which he was able 
to organize himself for continuous pro- 
duction. In his thinking he stressed the 
word continuous, for to him that was the 
key to everything he wanted life insurance 
work to yield him in return for his invest- 
ment of time and energy. 


His system has served him well. He has 
increased his production each year for 
fifteen consecutive years. Today he is one 
of the nation’s top underwriters. 


The steps McFarlane took to organize him- 
self for continuous production are so sim- 
ple, so practical and so workable that they 
can be followed by any thoughtful under- 
writer. His plan is the very acme of sound- 
ness and simplicity. You can start using it 
at once. 


If you want a specific plan for specific 
results, by all means mail your order 
today for McFarlane’s How To Build A 
Permanent Clientele. You will be delighted 
to note how simply and how effectively you 
can have yourself organized for continuous 
production. 


Single copy, $1.75; 2-9 copies, $1.65; 10-49 
copies, $1.55 each. 


HOW TO BUILD A PERMANENT CLI- 
ENTELE SHOULD BE ON THE DESK 


OF EVERY UNDERWRITER NOW PRO- 
DUCING LESS THAN $500,000 A YEAR, 
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IEW SERVICE 


DIANAPOLIS 
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to expand our sales organization net- 
work whenever and wherever economic 
indices show that more people are in a 
position to buy more insurance.” 

While in Detroit, Mr. Shanks con- 
sulted with local bankers, business men 
and industrialists on current economic 
trends and problems. He was accom- 
panied by Rear Admiral Gerald A. Eu- 
bank (retired), Sayre MacLeod, vice- 
president in charge of ordinary agen- 
cies, and Robert J. Murphy, superin- 
tendent of agencies. 

Mr. Gay, manager of the new agency, 
joined Equitable Society on leaving the 
service in 1945 and soon qualified for 
membership in the Million Dollar 
Round Table. 


Travelers Announces Four 
Managerial Appointments 


Four managerial appointments have 
been made by Travelers. Kenneth P. 
Lord, Jr., has been named manager at 
Cincinnati; Roland J. W. Bundrock 
at Columbus; Robert L. Hutchinson at 
New Haven, and Robert A. Dennell 


at Omaha. 

Mr. Lord succeeds Frank Wigles- 
worth, retired. He joined Travelers 
agency department as a field assistant 
at Brooklyn in 1946 and_a year later 
was transferred to New York City in 
the same capacity, becoming assistant 
manager there in 1948. He is an army 
veteran. 

Mr. Bundrock, who succeeds Franklin 
Toops, retired, joined Travelers in 1938 
as a field assistant at Newark. In 1946 
he was made assistant manager there. 

Mr. Hutchinson replaces William W. 
Barksdale who has been granted a mili- 
tary leave of absence. He went with 
the company in 1939 as a field assistant 
at New Haven and was made assistant 
manger there in 1950. He served in the 
last war. 

Mr. Dennell succeeds Paul W. King, 
also granted a leave of absence. He 
joined Travelers as a field assistant at 
Peoria in 1941 and was named assistant 
manager there in 1946. 


State Mutual Assigns 
Five Group Representatives 


State Mutual Life has assigned the 
following as home office group repre- 
sentatives to the cities indicated fol- 
lowing six months’ home office training: 
Richard L. Deane to Houston. A 1950 
graduate of Williams College, he is a 
navy veteran. 

Richard N. Hammond to Cleveland. 
He graduated in 1950 from University 
of Maine and is a navy veteran. 

William H. McCabe to Cincinnati. 
He served in the air force and graduated 
from Dartmouth in 1950. 

John C. Sebastian, Jr., to New York 
City. He is a graduate of the Univer- 
sity of Cincinnati and an army veteran. 

State Mutual has also assigned War- 
ren T. Kalat to its Chicago group of- 
fice effective Jan. 15, to be associated 
with J. W. ‘Laffey, home office repre- 
sentative in charge. Mr. Kalat has been 
with the group division for five years, 
following attendance at Worcester Jun- 
ior College and service in the air force. 


World Managerial Shifts 


T. R. Ziegler, manager of the south- 
ern California agency at Los Angeles 
for World, has retired and is being 
succeeded by A. V. Jamison, manager 
of the Florida agency. Weiss, 
sales manager of the Ohio agency, be- 
comes the new Florida manager. 











John R. Rinkle, for six years a super- 
visor in the Chicago agency of Aetna 
Life, has gone to Miiwaukee as super- 
visor. He succeeds George W. McClung, 
who has retired after 40 years with 
Aetna and is moving to Maryland to 
make his home. 





Sydney W. Jarboe has been promoted 
to assistant manager for Prudential at 
San Diego. He joined the company in 
Kansas City in 1946 on termination of 








service in the navy. He transferred to 
San Diego in 1948. 


Equitable, D. C., Ups Flint 


Equitable of Washington, D. C., has 
promoted Fred B. Flint district man- 
ager at Uniontown, Pa., a new Office. 

Mr. Flint started with the company 
as an agent at Clarksburg, W. Va., in 
1937 and soon was promoted to man- 
ager at Weston. Recently he has been 
manager at Clarksburg. 





Lincoln Mutual Life has opened an 
agency at Council Bluffs, Ia., with 
Thomas O. Peterson as manager. Mr. 
Peterson has been with the Penn Mutual 
ener’ at Omaha. 





Want Flexible dineiinuis 


There is increasing policyholder in- 
terest in and demand for flexibility in 
the arrangement of settlement options 
in their insurance programs with infla- 
tion the primary cause, according to 
Grant L. Hill, vice-president and di- 
rector of agencies, Northwestern Mu- 
tual Life. 

Recently his company sent 463 indi- 
vidually prepared letters to policyhold- 
ers discussing the arrangement of their 
insurance. Of 216 replies, 178 re- 
quested reviews of programs that had 
been arranged for them. Mr. Hill sug- 
gests that this situation is prevalent 
generally and that if an agent of an- 
other company had made the suggestion 
to the policyholder both the company 
and the agent would have lost prestige 
as well as repeat business. 

Inflation has so diminished the pur- 
chasing power of some of the small 
amounts payable over lengthy periods, 
or so reduced the value of clean-up 
funds, etc., that policyholders do not 
want their programs overboard in 
the direction of rigidity with resulting 
hardship on the beneficiary. 





Marriages Rose in 1950 


There were nearly 1,675,000 marriages 
in the U. S. in 1950, or 5% more than 
in 1949, Metropolitan Life statisticians 
report. The rise reflects the spurt in 
marriages following the war outbreak 
in Korea, for in the first half of 1950 
the number of weddings was below the 
level of the year before and there was 
every indication that the decline in mar- 
riages would continue for the fourth 
successive year. 


FRATERNALS 
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Goodwin Succeeds Pakes 
in W.O.W. National Post 


After 54%4 years with Woodmen of 
the World, Omaha, V. J. Pakes is re- 
tiring as assistant 
secretary. He is 70 
years old 

Succeeding Mr. 
Pakes as assistant 
secretary is Charles 
W. Goodwin, who 
has been the per- 
sonnel officer for 
six years. 

Mr. Pakes started 
with W. O. W. as 
an accountant. He 
became chief ac- 
countant in 1901, 
chief clerk in 1915 
and assistant secre- 
tary in 1935. A son, 
of Woodmen Circle. 

Mr. Goodwin, after five years in a 
Little Rock bank, went to Omaha in 
1933 as an auditor at W. O. W. He 
was appointed internal auditor in 1933 
and personnel officer in 1945. He is a 
past consul commander of Omaha-Sey- 
mour Camp, largest W. O. W. unit, and 
is now completing his term as head 
consul of the Nebraska jurisdiction. For 
three years he has been colonel and 
disbursing officer on the general staff 
of the Uniform Rank. 





Cc. W. Goodwin 


Eugene, is actuary 





Yaudes to Wis. Fraternal 


Sydney S. Yaudes, educational direc- 
tor of Time, has joined Catholic Knights 
of Wisconsin as director of the new A. 
& H. and hospital insurance department. 
Mr. Yaudes has been with Time since 
1938, starting as a claim adjuster, and 
later becoming agency manager, collec- 
tion manager, and personnel manager. 
He has been educational director for 
34% years. 


Winsor, Stock on N. Y. Card 


Curtin Winsor, executive director of 
the organization known as Americans 
for the Competitive Enterprise System, 
Inc., will be the speaker at the New 
York Fraternal Congress luncheon at 
Hotel Astor, New York City, Feb. 9. 

The convention will also be addressed 
by John P. Stock, president of Macca- 





War Demands Mean More 

Women Insurance Buyers 
The financial responsibilities 

national emergency continues, 


division of Institute of Life Insurance, 


told the New York C.L.U. This will 3 


come about as more and more husbands 
are called into war service, she said. 

For this reason, women’s personal 
participation in life insurance ownership 
and in the ownership of stocks, bonds 
and real property will almost certainly 
increase during 1951. More women will 
be employed outside their homes and 
have higher personal incomes, Mrs. 
Eberly stated. 





D. R. Schrade, who has been vice- 
president of Underwriters Report in 
charge of its Los Angeles office, has 


resigned. 

A LEGAL reserve fraternal 
life insurance society for 

all Lutherans. Thirty-two years 

old — $283,878,841.00 in force. 

Mortality experience 1949 

15.95%. Rate of assets to lia- 

bilities — 109.09%. 


* 


Our representatives’ new con- 
tract, with retirement program, 
has been enthusiastically _re- 
ceived by our field force. You, 
too, will be interested. 


* 


Address your letter of inquiry 


to 
THE SUPERINTENDENT OF 
; AGENCIES 


LUTHERAN BROTHERHOOD 


LEGAL RESERVE LIFE INSURANCE FOR LUTHERAN 


Herman L. Ekern, President 
608 Second Ave. So., Minneapolis 2, Minnesota 




















MANY A LAD WORE HIGH BOOTS WHICH HE KEPT 
““GREASED UP" IN THE WINTERTIME 
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MODERN WOODMEN OF AMERICA * 
WAS ESTABLISHED 


} 
What Modern Woodmen Has Done in its 68 Years 


I Rendered faithful service to millions of insureds and bene 


2 Paid more than $745 million in benefits. 


3 Has established a record of prompt payment seldom equaled _ 
in the life insurance field. 


4 Grown until assets now exceed $160 million in a strong 
investment portfolio. 


5 Has always kept abreast of the times . . . now issues more 
than 25 certificate forms ... covering the insurance n 
of every member of the family from birth to age 60. 


G Developed a training program for insurance counselors . ++ 
schooled in the facts and applications of life insurance . .+ 
they are qualified to give advice which is 
invaluable in scheduling a life insurance 





MODERN WOODMEN OF AMERICA 
ROCK ISLAND, ILLINOIS 
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Sales Ideas and Suggestions 


Agents with a statistically documented 
comparison of savings bonds and in- 
surance have been able to capitalize on 
current maturities of Series E savings 
bonds by selling prospects the idea of 
putting | the cash they get from the bonds 
into retirement income and other forms 
of insurance. Retirement income ac- 
cumulated by life insurance has many 
advantages, a comparative analysis of 
the two investments shows. 

James L. Russell, agency assistant at 
Connecticut Mutual, has given the com- 
pany’s agents valuable sales material in 
the company house organ and in various 
sales promotion charts which he com- 
piled showing how to sell to a market 
into which approximately $18 billion 
of ready cash will flow in the next five 
years. Another $17 billion in bonds is 
scheduled to mature in the period from 
1955 to 1959. An additional $13 billion 
of Series F and G bonds also mature 
within this decade. 

The comparisons were based on the 
income tax rates prior to the recent in- 
crease and would have to be adjusted to 
the new basis if used in a presentation. 


Represent Ready Cash 


The bonds represent unencumbered 
They were not to be used as col- 


they were bought originally the pension 
boom has been accentuated. This mount- 
ing public interest in old age security 
can be converted into sales of insured 
retirement income. 

Inflation, of course, will absorb some 
of the money coming from the savings 
bonds maturities as will new homes, 
furnishings, automobiles, television, etc. 
Some bought savings bonds as a short 
term savings media although the yield is 
only 1% at the end of two years, 1.9% 
at the end of six years, and 2.9% at 10 
But many individuals 
bought savings bonds for old age se- 
curity and may now be tempted to divert 
their investment into current needs or 
desires. The service needed from the 


/ agent is obvious. 


Approximately $18 billion of savings 
bonds will mature between 1950 and 
1955. The total for 1950 is $734 million; 


Bond Maturities Open Way 
‘to Sell Retirement Income 


for 1951, $1,559 million; for 1952, $3,975 
million; for 1953, $5,529 million, and for 
1954, $6,221 million. 

The agent’s job i is to help the prospect 
crystallize his savings objective—a fund 
for temporarily deferred spending or an 
annuity income for life throughout re- 
tirement. 

Among the sales results achieved by 
this approach were two $25,000 retire- 
ment income endowments sold by an 
agent in Dallas. Similar results have 
been achieved in different cities as the 
result of agency meetings. based on 
the comparison approach. 





COMPARATIVE FIGURES 





The advantages of a retirement in- 
come policy over the savings bond route 
become obvious, in most instances, on 
review of a chart comparing the results 
of a $450 annual investment in E bonds, 
the proceeds of which are reinvested at 
65 in a Connecticut Mutual single pre- 
‘nium annuity, with the results of $450 
deposited yearly in a retirement income 
at age 65 policy. 

The figures used in this illustration 
are those of Connecticut Mutual but 
the comparison would hold in other 
companies. 

The investor is a married man, age 
35, with a net taxable income after 
standard exemptions and deductions of 
$4,000. He uses a federal income tax 
return on the long form jointly with 
his wife and so is in a 16.6% top tax 
bracket, and any part of the next $4,000 
block of income would be taxed at 
19.36%, Mr. Russell points out. 

If the investor buys 12, $50 U. S. 
savings bonds at $37.50 each his cash 
value or death benefit at the end of the 
first year is $453. The cash value of 
the bonds equals the death benefit. The 
cash value at the end of the second 
year is $912. It is $2,352 at the end 
of year five; $5,112 at the end of year 
10; $8,096 at the end of year 15; $11,599 
at the end of year 20; $15,383 at the end 
of year 25, and $19,711 at the end of 
the 30th year. 

Beginning at the end of 10 years the 
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tax on the gains from maturing bonds 
was deducted but an additional tax of 
$347 must be deducted from the 30 year 
value because of the gain on bonds sur- 
rendered before maturity. The cash 
values shown for earlier years would 
also be less if surrender actually oc- 
curred. The cash value at the end of 
the 30th year therefore would be $19,364. 


Insurance Account 

A $9,011 insurance contract costing 
$450 per year would have the following 
cash values at the end of the given 
years. The dividend figures throughout 
are based on the 1950 dividend scale 
and interest rate and are for illustrative 
purposes only. 

On this investment the death benefit 
is not the same as the cash value and, 
of course, far exceeds it through most 
of the first 20 years. 

At the end of the first year the guar- 
anteed cash value, to the nearest dollar, 
is $142 and including dividend accumu- 
lations is the same. Comparable figures 
for vear two are $472, increased to $573 
by dividends. Year five, $1,525 and 
$1,823. End of year 10, $3,584, increased 
to $4,339. Year 15, $5,744 and $7,140. 
Year 20, $8,272 and $10,532. Year 25, 
$11,259 and $14,670. At the end of year 
30 the cash value figures are $14,634 
and, with dividends, $19,579. 

The guaranteed death benefit for the 
first 20 years is $9,011. Including divi- 
dend accumulations the death benefit 
at the end of vear one is $9,011 and at 
the end of the second year $9,112. At 
year five it is $9,309; year 10, $9,766; 
year 15, $10,407; year 20, $11,271; year 
25, $14,670, and year 30, $19,579. 


Annuity Purchase 

If the government bond investor used 
the proceeds to purchase a single pre- 
mium annuity, 10 years certain and life, 
under current male age 65 rates his 
monthly income would be $110.76. The 
taxable amount would be $48.41 on 
which the tax at 19.36% would be $9.37. 
The net spendable income would be 
$101.39. The income would be fully 
taxed after 25 years and in the same 
tax ‘bracket the net spendable income 
would be $89.31. 

Under the insurance arrangement with 
an automatic settlement of monthly life 
income with 10 year installments certain 
the monthly income including dividend 
accumulations would be $120.56. If 
the tax were subtracted it would be 
$118.37 with a guaranteed amount of 
$90.11. Of the first figure, $37.49 would 
be the taxable amount and on the second 
$36.59, with a corresponding guaranteed 
figure of $33.75. The tax on the figure 
including dividend accumulations in this 
bracket would be $7.26 and that figure 
minus the tax would be $7.08. The guar- 
anteed figure is $6.53. 

The net spendable income on the 
figure including dividend accumulations 
is $113.30 and on the amount minus 
tax $111.29. The guaranteed sum is 
$83.58. Income would be fully taxed 
on the figure including dividend accumu- 
lations in 15 years. The period moves 
down to 14 years when the tax is de- 
ducted. On the guaranteed sum it be- 
comes fully taxed after 19 years. If his 
tax is still 19.36% the net spendable 
income of the figure including the divi- 
dend accumulations is $97.22. This is 
reduced to $95.45 when the tax is sub- 
tracted of which $72.60 is guaranteed. 
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BEST ALIVE OR DEAD 





Interest on dividend accumulations is 
reportable yearly for income tax pur- 
poses so a total of $272 might have 
been withdrawn throughout the period 
reducing the maturity value by $362 to 
$19,217 

The advantages of the retirement in- 
(CONTINUED ON NEXT PAGE) 
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come plan prevail whether the investor 
lives or dies. 

If he lives the retirement income plan 
has a larger maturity value than the 


investment in savings bonds though 
with the tax reductions the maturity 
value would be $19,217 or $147 less 


than the bond account. 

There is a tax advantage in the selec- 
tion of the automatic option before 
maturity because he does not have con- 
structive receipt of the proceeds and 
no income tax liability for any invest- 
ment gain. This creates a decided ad- 
vantage for life insurance. The life 
income settlement automatically pro- 
vided, including dividend accumulations, 
would amount to $120.56 or $118.37 if 
the income tax on the interest earned 
on the dividend account had been de- 
ducted yearly. Actually the income 
would be somewhat larger during the 
certain period because of excess interest 
credit. 

The third advantage described by Mr. 
Russell in a recent article in “Con Mu 
Topics” is that to assure an income as 
large as possible from the bond savings 
throughout retirement years the bonds 
must be surrendered, tax paid on the 
gain, and the net proceeds invested in 
a single premium life annuity like that 
automatically provided by the retire- 
ment income policy. The proceeds of 
the bond investment would buy an an- 
nuity income, 10 years certain, of only 
$110.76 assuming the current favorable 
rates were then available though there 
is no guarantee that they will be. This 
is several dollars less than would be 
provided by the insurance plan includ- 
ing dividends in which optional settle- 
ment rates are guaranteed. This income 
is gross and, assuming the annuitant is 
still in a 19.36% tax bracket, the net 
spendable income becomes the real test. 


Tax Advantages 


Under the 3% tax rule $48.41 monthly 
of the $19,364 is reportable for income 
taxes. At the 19.36% rate the tax would 
be $9.37 leaving a net spendable income 
of $101.39 monthly. After 25 years when 
the non-taxable portions of income re- 
ceived will have equalled the considera- 
tions paid the full income will become 
reportable. 

The advantages of the retirement in- 
come plan are illustrated in the figures 
given above. The consideration is only 
$14,996, the gross premiums plus the 
interest on the dividend account, and 3% 
of it, or $37.49 is reportable for income 
taxes. The tax would be only $7.26 
monthly leaving a net spendable income 
of $113.30 monthly. This is considerably 
larger that that realized from the bond 
account although after about 15 years 
when the annuitant would be age 80 the 
entire income would become reportable. 
The net spendable income then is only 
slightly less than the net income from 
the bond account. The advantages of 
the first 15 years more than offset the 
small difference. In many cases the ad- 
vantage may always be with the insur- 
ance plan because after age 65 personal 
income tax exemptions are doubled and 
earned income may have declined so 
that the income would be entirely non- 
taxable. 

In addition, Mr. Russell writes, the 
retirement income plan would have pro- 
vided $9,011 of life insurance for 21 
years the cost of which would have been 
completely absorbed. 


DEATH BENEFITS 


If the investor dies there is a decided 
and obvious advantage for the life insur- 
ance account. For a man age 35 there 
are about four chances out of 10 that he 
will die before reaching age 65. His es- 
state would have not just what he saved 
but the minimum he intended to save. 
Even in later years when the bond ac- 
count appears to have a slight market 
advantage at death, the bonds, if sur- 
rendered, would be reportable by the 
surviving co-owner for income tax pur- 
poses on the investment gain. 

The beneficiary also has some other 
advantages under the life insurance ac- 
count. There is a guaranteed reinvest- 








ment privilege. Any of several income 
settlements could be elected and be tax 
free under treasury decision 5515. Un- 
der option one for 30 years it would be 
possible to realize a tax free gain of 
more than 40% over death proceeds. 
Under option two the gain could be 
greater. Under option three, though the 
interest income is reportable, the op- 
portunity of having a guaranteed 2% 
interest income plus excess interest is an 
exceptional advantage. 

Neither savings bonds nor savings 
banks approach the current interest rate 
of 3%%, not guaranteed, which Con- 
necticut Mutual offers. 

In higher tax brackets the advantages 
of the insurance plan are even more pro- 
nounced. The death benefit would be of 
comparatively greater value and the set- 
tlement options of more advantage to 
the beneficiary. 


Exceptions Are Rare 


It is possible that an investor at age 
65 in poor health or who, for that or 
other reasons, didn’t want a life income, 
might prefer to hold his bonds for regu- 
lar maturity. That would bring in the 
maximum effective gross interest rate 
of 2.9% for 40 years. In that event the 
bond account from a pure investment 
standpoint would prove somewhat bet- 
ter than the insurance account. Under 
option one the insurance account would 
lose some of the income tax advantage 
of the life annuity settlement but in the 
larger income tax brackets the advan- 
tage swings back again in favor of the 
insurance plan. 

The comparison is in no way intended 
to stop anyone from buying savings 
bonds but when the investor’s real pur- 
pose in buying them is for retirement 
income, in almost every case he is not 
using the best method if he uses bonds 
instead of life insurance. 


Talk Taxes in ‘51, 
but First Gain 
Prospects’ Interest 


Every worth while prospect has tax 
problems that can be converted into 
reasons for buying life insurance, 
Ernest D. Haseltine, Haverhill, Mass., 
said at the eastern regional meeting of 
Northwestern Mutual Life in New York 
City. News from Washington keeps 
everyone tax conscious and is giving 
the tax approach to life insurance sell- 
ing a free advertising campaign, he 
observed. 

He urged agents to talk taxes in 
1951 and, after summarizing the 1950 
changes in tax legislation, he offered 
several approaches to different type 
clients. 

If the prospect is worth while “he’s 
entitled to have you spend some time 
thinking about a way to catch his in- 
terest,” he said. “No prospect will ever 
beg you for an appointment with an 
examiner just because you say some- 
thing to him like this: ‘Mr. Stockholder, 
it appears to be germane to your situa- 
tion that regulation III, section 29.115-9 
has been amended by the revenue act of 
1950.’ Any prospect who knows what 
you are talking about, would already 
have acted upon his knowledge.” 





Teasing Come-On 


It isn’t necessary to dazzle a man with 
fancy references to sections and para- 
graphs to get him interested in tax 
law, he explained. He suggested ap- 
proaching a practicing dentist, for ex- 
ample, with this story: “Dr. Blank, I 
think you will agree with me that the 
money you earn after 2 o’clock in the 
afternoon belongs to Uncle Sam. If 
that’s true, then you’re also splitting 
your bank interest, the dividend checks 
on your investments, and the increase 
in value on your E bonds. You fix it 
so you have to split your investment 
income with Uncle Sam on a_ 50-50 
basis. Dr. Blank, how would you like to 
be able to repeal the federal income tax 
laws as they apply to your income from 
present and future investments?” 


He suggested this approach on the 
executive or sole proprietor: “Mr. Jones, 
do you know that if you and Mrs. 
Jones were 65 today, you could be get- 
ting an annual income of $7,000 without 
having to pay a penny in income taxes?” 

“Isn't that a little more colorful,” 
asked Mr. Haseltine, “than saying: ‘Mr. 
Jones: (1) social security income is tax 
free; (2) only 3% of the consideration 
paid for an annuity is taxable until the 
entire purchase price has been recovered 
tax free; (3) your personal exemptions 
double when you are 65 years old.’” 


Estate Tax Angle 


For the substantial business man who 
will be subject to an estate tax he sug- 
gested asking this sort of question: 


-“Mr. Cadillac, if you could have your 


choice, would you like to have your 
estate taxes paid out of what your ex- 
ecutor can raise by an auction of your 
business, or would you like to have your 
estate taxes paid by somebody else 
outside your family, leaving your busi- 
ness intact for your children? You built 
this business yourself, and it took a lot 
of hard work and worry. Which do you 
want your family to have—this busi- 
ness? Or an estate tax stamped ‘PAID’? 
If you do care which—why don’t you do 
something about it?” 

For the partner or stockholder in a 
close corporation he suggested asking: 
“Do you know there’s a 40 to 50% 
federal luxury tax for allowing yourself 
the ‘luxury’ of using the old fashioned 


way to buy out your associate’s widow?” 





Business insurance specialists are 
pointing out to prospects that higher 
income taxes will make it just about 
impossible to finance a survivor-pur- 
chase agreement out of the survivor's 
income. 


Inflation Lifts Many into 
$60,000 Estate Bracket 


Inflation and its effects on valuation 
of houses, securities, property and other 
assets has moved a ereat number of 
people into the $60,000 estate bracket 
where they will be subject to and must 
be prepared to pay federal estate taxes, 
Stuart Monroe, associate general agent 
in the Huber agency of Mutual Benefit 
Life at New York City, told the League 
of Life Insurance Women. He reviewed 
requirements of the federal estate tax 
return and the, problems of estate execu- 
tors, showing how they can be reduced 
by systematized personal record keeping 
and estate planning. 











Want State Health Plan 


The adoption of a health program 
supported by workers and employers to 
provide medical and hospital care is one 
of the major items on the 1951 legisla- 
tive platform of the New York State 
CIO Council. It also is supporting in- 
creased disability benefit payments and 
a change in administration of the law 
from the workmen’s compensation board 
to the unemployment insurance depart- 
ment to relieve employes of the payroll 
taxes. The American Labor Party has 
also endorsed a comprehensive state 
health insurance program. 


1.H.O.U. Brass to Meet 


The executive committee of Institute 
of Home Office Underwriters will meet 
at Chicago March 3 to appoint commit- 
tees and discuss plans for the annual 
meeting, to be held next November. 

American Bankers Life of Texas has 
joined the institute, bringing total mem- 
bership to 208 companies. 


Sisk Leads Bankers, Ia. 


John M. Sisk, supervisor in the L. W. 
Spickard agency of Bankers Life of 
Iowa at Milwaukee, has been named 
president of the 1950 President’s Club, 
top honor organization for agents. Mr. 
Sisk led all agents in business during 
the club’s 12-month qualifying period 
for ‘the fourth consecutive year. 








Hatzes Tells How He Built 
Company's Leading Agency ~ 


CINCINNATI — Describing how a” 
comprehensive agency training program | 
had enabled him to build his company’s | 
leading agency, George A. Hatzes, gen-6 
eral agent of Fidelity Mutual at Wash- | 
ington, D. C., told the Cincinnati As- | 
sociated Life General Agents & Man-~ 
agers that it is vital to show the new — 
man how to sell and make sales quickly, © 
The agency tries to get the new man 
to make a sale the first day. 

The D.L.B. agent’s service training © 
course is his “bible” and the finest — 
method of training men that he has 
discovered, Mr. Hiatzes asserted. Each 
man in the agency has a copy with his 
name en it. 

A_ work plan and objective for the 
coming year based on each man’s budget — 
is set up at the end of each year and © 


ee 





reviewed every three months. If an © 
agent does not produce an application — 
for four consecutive weeks, he is _ 
dropped. iS 


‘The agency uses the D.L.B. calls to 
clients booklet and a quota of 40 calls] 
per week is established. From these, 15] 
interviews and 10 closing interviews} 
should result. Twenty new prospect] 
names is a weekly goal. 


Nashville Life-Trust 
Council Is Organized 


A life insurance and trust council has 
been organized in Nashville with Norris 
Maffett, Connecticut Mutual, as presi- | 
dent. Other officers are John A. Wither- _ 
spoon, Third National Bank, past presi- 
dent of National Assn. of Life Under- 
writers, vice-president; and H. Martin 
Nunnelley, Massachusetts Mutual Life, — 
secretary-treasurer. Members of the ex- 
ecutive committee also include William 
H. Browder, Penn Mutual: Overton 
Thompson, Jr., Nashville Trust Co.; | 
Arthur D. Reed, Northwestern Mutual: © 
John C. Baxter, First American Na- — 
tional Bank, and Paul Simpson, Metro- © 
politan Life. 

J. Hugh Knox, Mutual Life, has been 
appointed membership chairman. Mr. | 
Witherspoon is program chairman. ° 
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W. & S. Associate Managers 


Western & Southern has appointed 
Maurice E. Mettler, Robert E. Wright, 
and James W. Huffman associate man- 
agers at Marion, O., Evansville, and 
Springfield, O. They were formerly 
agents in those cities. 

Dennis Fraley, Leon F. Wellemeyer, 
and Charles E. Williams, have been ap- 
pointed associate managers at Kenton, 
O., Huntingburg, Ind., and Springfield, 
O., respectively. They were formerly 
agents at Xenia, O., Huntingburg, and 
Springfield, respectively. 





N. Y. Chairmen Renamed 


Sen. William F. Condon, Yonkers, 
Republican, chairman of the New York 
state legislative committee on insurance 
rates and regulation, has been reap- 
pointed chairman of the senate insur- 
ance committee. Assemblyman William 
MacKenzie, Allegany, Republican, con- 
tinues to héad the house insurance com- 
mittee. 





Northwestern Evening Classes 


The Chicago C.L.U. is sponsoring 
two life insurance cuurses at North- 
western University to be taught by 
Howard E. Clarke. A course in ad- 
vanced sales techniques is offered fot 
those who have taken the practi 
sales techniques course and will be held 
on Thursdays, beginning Feb, 8, from 
4 to 5:30 p.m., at 111 West Jackson. 
A_ course in advanced life insurance 
will be offered on Wednesdays, starting 
Feb. 7, from 5 to 6:40 p.m., at 135 South 
La Salle street. This is open to life in- 
surance agents and to life insurance 
buyers. Enrollment fee is $30 for either 
course. 
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Three years have passed quickly as a Minnesota Mutualite but 
their thrills and pleasures will be long remembered. Herb had 
known for many years that his greatest happiness came 
through services to others. He chose the field of teaching 
which offered challenging and gratifying opportunities but not 
satisfactory remuneration. After four years of school work, the last two as school principal, Uncle Sam 
called for four years of his services. Once away from his chosen vocation he could think more objectively. 























“After weighing the opportunities available Herb finally decided that he wanted to try his hand at 
selling. He made up his mind to get a job that would let him serve others as he desired, yet would bring 
in a satisfactory return. Soon after he became a civilian again, he heard about a career with The Minne- 
sota Mutual. He was elated over the possibilities as a life insurance salesman. This looked like the ‘tailor- 


made’ position he'd been looking for! 


"Herb started right out with a bang and each sale he made was further encouragement to do an even 
better job. With the wonderful Organized Sales Plan and the Success-O-Graph* he finds selling a fine 
vocation. Herb is doubly happy because he is doing a job so vital to people's welfare and because he is 
earning a salary commensurate with the effort he wants to put into his work. When we picked The Minnesota 
Mutual we really found the ‘highway to happiness’! 


Herbert B. Diggs, joined the Reid Thomas Agency of The Minne- President's Dozen, Fifty Club and M Club, company honor clubs. 
sota Mutual November |, 1947 and immediately became one of Herb is a completely happy, enthusiastic Minnesota Mutualite 
the agency's leading producers. He appears regularly on the with a firm belief in all the company's efficient sales tools. 
"reg. U. S. trademark 
THE MINNESOTA MUTUAL LIFE INSURANCE 
COMPANY 


Organized 1880 Saint Paul 1, Minnesota 
| want to know how Herb Diggs does it. | may be 
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